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CHAPTER I 
INTRODUCTION 
Statement of the Problem 
The main purpose of this thesis was to determine the extent to 
whioh the secondary schools of Massachusetts are preparing the 
students for retail occupations. 
Analysis of the Problem 
The following subordinate problems were formulated to facilitate 
carrying out the aim of this study: 
1. To determine whe·bher a justifiable need exists for the teaching 
of retailing subj ects in the secondary schools. 
2. To determine the status or popular-lty of retailing subjects as to 
(a) the types of retailing subjects which are taughtJ (b) the 
number of schools teaching these subjects J and (c) the number of 
students enrolled in these subjects. 
' 
3. To determine the sphere of activity of the various retailing 
subjects by means of a survey of (a) the grade or grades in whi ch 
they are tau~~t, (b) the number of semesters these subjects are 
are taught, and (c) the number of t imes each week the respective 
retailing subjects are being taught. 
4. To determine the significance of the number of high schools 
operating a part-time cooperative retailing program under the 
George-Barden Act and the number of schools which operate their 
own part-time retailing programs. 
5. To determine the trend of teaching retailing subjects in the 
secondary schools of Massachusetts. 
2 
Delimi.tation of the Problem 
This problem does not include a study of the parochial schools 
nor does it include arry night school classes. Schools which specialize 
in manual arts and home economics are excluded from this study. The 
problem does not include private schools and academies. Classes below 
the sixth grade are not included in this research. 
Defi:ni tion of Ter:tns 
In order to provide for clarity of meruri.ng of terms used in this 
paper, the following are defined: 
Growth. In this study the term, "growth11 is defined as the 
process of the development and expansion of retail business in both 
size and degree of efficiency of operation. Grovvth refers to the 
increase of retail subjects included in the high school curriculum, 
the fonnation of a distributive curriculum, and the increase of students 
enrolled in operative retail training programs. 
Trend. The direction of grmvth and expansion of retailing in the 
high school, based upon and influenced by improvements and changes 
of the re·tail business. 
Retailing. The conducting of that type of business which sells 
in ronall quantities to the ultimate consumer. 
Seconda~ Schools. In general~ the school division which follows 
the elementary level, comprising most often grades nine to 12, 10 to 
1 12 and sometimes grades seven to 12. 
Justification of the Problem 
The purpose of this study is to determine whether the secondary 
sohools are providing those necessary knowledges and skills which aim 
fo r successful and efficient operation of the retail store. 
Each year many thousands of retail stores are established in the 
United States, but within a relatively short period of time, many of 
them fail and cease to exist. Many retail store owners and managers 
start out with high hopes, but soon give ~~y to despair and become 
discouraged as business takes a turn towards the worse. 
Hovrever, as retailers are beginning to determine that the cause 
of' failure is due mainly to incompetence , they tu1·n their attention 
to the schools with new interest and ~nth the hope of securing 
educated and well trained young men and women. 
l Funk, Isaak, et al., Funk and Wagna lls New Standard Dictionary:: 
of the E,nglish I.allgoouage, Funk and Wagnalls Company, New York, 1944. 
.3 
0. Preston Robinson a:n..rl ~:nneth B. Haas 2 indicate that a j ustifiable 
need exists for the teaching of retailing in the secondary schools: 
Each year, in the United States, approximately 300,000 new 
retail establishments ste.rt off on a hopeful merchandisi:ug 
career. Yet the records of retail failures for over a hut}dred 
years disclose that the life of the average retail store is 
less than six years. According to the records , the cause of 
more than 80 per cent of all retail fe.ilures is incompetency. 
Business requests a concentrated, and yet a complete and expansive 
program of retail training i n order to take care of the increase in 
rete.il sales volume. The sales vohune of business for the year of 1941 
in the United States was greater by five billion dollars over the volume 
of sales for the year of 1929 . Also, in comparison, the volLune of sales 
for the year of 1945 was twenty- one billi on dollars greater than the year 
1941 . 3 Whereas, in the first case, during a 12-year period, there was 
an increase of volv~e of sales of five billion dollars, the four-year 
period between 1941 to 1945 saw a founfold multiplication of volume of 
sales over the previous l~ear period. 
2Robinson, 0. Preston and Haas, Kenneth B., How to Establish and 
Operate~ Retail Store, Prentice- Hall, Inc., New YOrk:-1946, p. v .---
3 
Ibid , P• 5. 
4 
As far back as 1939, befo!~ the last wa~ , more than 7,500,000 4 
people were engaged in s~1e phase of retailing. Of all the employed 
persons in the nation, 16 per cent were engaged in the retail occupations . 
The growth of the volume of sales from 1939 (which was $49 billions) to 
1945 (which was $75 billions) 5 may se~e as a p~r.tial criter.bn on which 
to base the number of people who have been added as employees to the 
growing list of rehdl occupations. 
Of the many hundreds of thousands of people who have entered the 
retail field, there are many who possess little or no experience or 
knowledge for the proper execution of the average retail store functionB. 
Never before did there exist, as today, a very strong demand by business 
for educated and trained you11g men and vronten for work in the retai 1 
field. 
A great nrultitude of positions exist which can be filled as a. result 
of proper education and training. Also, the large increase of volume of 
sales has given very great emphasis t oward better selection, by business, 
of high school students . The d~1d now is for educated and trained 
high school students in the field of retailing. 
4Ibid, P• 3. 
5Ibid, P• 5 .. 
5 
The 1.770.3656 retail houses in the Ulli.ted States can readily be 
catagori zed into the f'ollowiDg types of businesses: 7 
Food Group 
General Stores (with food) 
General Merohalldise Group 
Apparel Group 
Autamoti ve Group 
Filling Stations 
Lumber - Building Group 
Hardware Group 
Eating Places 
Drillld.ng Places 
Drug Stores 
Liquor Stores (packaged stores) 
Furniture - Household - Radio Group 
Second hand Stores 
6
"Small BusiDass, Its Place and Problems." Bulletin No. 7• 
Chamber of Commerce of the Umted States. Washington. D. 0':'. l943• 
P• 7 • 
7
census of Distribution for 1939, Bureau of Census, united States 
Department of'Oommerce. Wasili.'ii'gt'on. D. c. • PP• 12-13. 
6 
The National Cash Register Camp~8 has published a table which 
shows the causes of failures of retaili:cg firms in the Ullited States: 
A. . Due to Faults of Those Faili:ag: 
Inoo:mpetenoe 
Ine:xperi eDOe 
Iaok of capital 
Umri se credits 
ErtravagaDOe 
Neglect 
Speculation 
Fraud 
Total 
34.5% 
5.2 
34.9 
1.4 
.5 
1.1 
.3 
3.6 
B. Not Due to Faults of Those Failing: 
Failure of others 1.3% 
Competition 2.4 
Speoif'io Co:odi tiona 14.8 
Total 18.5% 
The above illustration i:odicates that incompetency is responsible 
for 34.5 per cent of the failures of retailers. 
o. Preston Robinson and Kenneth B. Haas9 state that retailers 
required $34 billions for the operation of their businesses duri:ag the 
year of 1939. It incompetency were reduced by 10 per cent during that 
one year, a great savi.og would have been made by the retailer, and 
both employee as well as consumer would have beneti ted. 
8
"Better Retailing," National~ Register Company, Dayton, Ohio• 
1941, P• 5. 
9Robinson~ o. Preston, and Haas, Kenneth B., op. cit., P• 7. 
7 
Kenneth B. Haas10 points out that in 1938 not more than 3J600 
persons who had received seoonda~ school vocational education in 
di stribution were admitted as new recruits in stores each year. 
11 
Clinton A. Reed states that 20 per cent of the high school 
population enters into retail occupations: 
One out of eve~ five of our high school population enters service 
in retailing, but we as business educators are training fewer than 
one in every 75 to render this service adequately and efficiently. 
Kenneth B. Haas12 strongly states that there exists a criti cal need 
for trained workers in the distributive field: 
There is great need of training for distributive workers. This 
becomes clearly apparent when the number already engaged in 
distributive occupations, the number of individuals who enter 
the distributive field each year, the great turn-over of 
distributive workers, the large number of failures among small 
retailers, the unsatisfactory service rendered to consumers, 
and the personal and social costs of inefficiency in the 
distributive occupations are considered. 
10 Haas, Kenneth B., Distributive Education, the Gregg Publishing 
Cm~pany, New York~ 1941, p. v. 
11As quoted in "Darn I t ! Here Come s a Customer, " The Busi ness 
Educa~~ World; vol. 25, August) 1944, p. 84. ---
12Raas, Kenneth B., "Cooperative Part-Time Retail Traimng 
Progrfuns, " Vocational Division. Bulletin, No. 205, United States 
Department of -Interior, Office of Education, Washi ngtonJ D. c.~ 
.1939, p. 9. 
8 
13 B. Fra~~ Kyker~ · Special Agent for Research in Commer cial 
Education in the United States Office of Education, supplements 
and reenforces the assertion of Haas that there exists a recognized 
need for workers trained in distributive occupations. 
The need for vocational education for those engaged in 
distributive occupations has long been recognized. The 
Census of Business in 1935 reported a total of 8,597,274 
owners wd employees in five major fields of distribution. 
Appro,dms.tely one out of every eight gainfully employed 
workers is engaged in a distributive occupation. During 
the past five decades the number of workers employed in 
distributive occupations has increased more rapidly than 
in any other major occupational field. 
Kyker14 expalins that the needs of business have not been fulfilled 
because the school curriculum has not been developed to prepare students 
in distributive occupations. 
In general, the secondary school curriculum has not been 
deve loped to give preparatory training for the beginni~~ 
store service or other distributive occupations. In the 
school year 1933, only 448 high schools reported courses 
in salesmanship inwhich 28,212 students were enrolled. 
In the same year.,- - 102 high schools reported an enrollment 
of 9,502 students in cooperative retail selling classes 
whi ch give partially effective preparation for beginning 
store work. 
Relatively few department and chain stores and other 
selling orgamza·bi ons provide any training for their 
employees. Probably in not more than 25 cities have 
classes for distributive workers been organized by 
ste;be a:od local educational authorities.. It is apparent, 
therefore, that up to the present time, vocatioml training 
for those entering distributive occupations or extension 
training for those already engaged in such occupati ons 
has been almost negligible. 
1~yker, B. Frank, 11 0rganiz.ati on a:od Adrni.nistra.ti on o:f 
Distributive Education, 11 Miscellaneous Bulletin No. 2046, Office 
of Education, Washington, 1939, p. 1. 
14rbid, P• 1. 
9 
Organization o£ Chapters 
The objective o£ this study was to present the problem o£ determiirl.ng 
what the secondar,r schools in Massachusetts are doing to prepare students 
for retailiDg occupations. The major problem was justified and broken 
dOWll into subordiDate problems in Chapter I. Studies whioh bear str.ong 
relationship to this problem are presented in Chapter II. Th,e procedure 
used in obtainiDg material to develop the problem has been illOorporated 
into Chapter III. The procedure is summarized in logical order. The 
results o£ the survey o£ the problem are presented in Chapter IV. 
The su:nnnary o£ filldings and recommelldations o£ the study are presented 
respectively in Chapter V and Chapter VI. 
10 
CHAPTER II 
REVIEYv OF REI..A.TED U TERA.TURE 
A review of similar research which has been conducted in the field 
of retailing is made in this chapter. Although the studies presented 
do not have the same objectives as this research, they do, neverthel~ss, 
bear many identical elements contained within this paper. 
In a study made by C. A. Nolan1 on variety stores, the following 
objectives were set forth: 
1. The specific duties and responsibilities which assistant 
managers and saleswomen in variety chain stores encounter 
today so that training. in distributive education on the 
pre-service or in-service level may be improved. 
2. The relative importance which the employee attaches to 
the duties performed. 
3. The degree of difficulty the employee attaches to his 
duties. 
4. A discussion of duties employees thinlc could have been 
learned only on the job. 
5. A discussion of duties which could be learned both in 
school and on the job. 
1Nolan, c. A., 11A Distributive Eaucation Program fo r Variety 
Stores ," Monograph~~ South Western Publishing Company, Cincinnati, 
1945, P• 3. 
A study made by William Thomas Hutchl.nson2 is similar to that o£ 
Nolan, since the £ollow:i.ng types o£ inf'orma.tion are sought. 
1. The degree o£ difficulty the employee attaches to his duties. 
2. A discussion of duties employees think can be better learned 
on the job. 
3. A discussion of duties which can be better learned by both 
in-school and on-the-job training. 
The following is a very brief sUIDlllary of the study by Nolan: 
Only a few saleswomen indicated that 30 per cent of 150 duties 
listed in a questioml8ire could be better learned in school. 
!he strongest feeling expressed by these saleswomen was for 
learnillg the work on the job. These employees did oot meet 
with much success while pursuiJ:Jg a course in salesmanship in 
high school. More likely, these women had llO id.ea how a 
course in retailing in high school would bear fruit on the 
job. 
As for the reaction o£ the saleswomen's attitudes toward the 
difficulty of the various duties, 11 of the 150 were proclaimed 
as being easy to handle. .A.l:zyWh.ere £rom one to 113 individuals 
iDdieated 139 duties as being difficult. The duties considered 
most difficult included respousibi.li ty for leakage, training 
extra saleswomen, arra.J:Jging displays in accordance with 
directions from the home office, gettiDg on with impatient 
customers, and helping to take in "on ha.ndstt in other departments. 
2Hutchinson, William Thomas, ~Investigation of~ Trailli::g Needs 
2.! Prospective Employees ~ Retail SelliDg ~ ~ ~ E!_ Quincy, 
Master's Thesis, 1947, P• 73. 
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c. A. Nolan's3 study reveals the types of school subjects which the 
saleswomen believed would be helpful in their work. 
Subject 
Retailing • • • • 
Business Practice • • • 
Arithmetic • • • • • 
• • • • • 
. . . 
• • . . . . 
. . . . . 
Bookkeeping • • • • • • • • • • • • • • • • • 
Business English • • • • • •••••• 
Comntercial Art • • • • • • • • • • • • • 
Typm'V'ri ting • . . • . . . . . . . . . . . . . . 
Public Speaking • • • • • • • • • • • • • • 
. . . . . . . .Economics • • • • • • • • • 
Domestic Services • • • • • • • 
Trade and Industries • • • • 
Psychology • • • • • • • • • • • • 
. . . . . 
. . . 
. . . 
Busi:ness Admi:nistration • • • • • . . 
Geam.etry • • • • • • • • • • • • • • • • . . . 
Guidance • • • • • • • • • • • • • • • • • 
Number of Persons 
49 
19 
16 
9 
7 
4 
3 
2 
2 
2 
2 
2 
l 
l 
1 
The greater the study devoted to the thesis by Nolan, 4 the more 
conclusive is the fact that not only is there an increase of women 
employed in the retail field, but also that women are beginning to 
fill many types of jobs in the retail field. 
Saleswoman only • • • • 
Floorwoman • • • • • • 
Department Supervisor • 
Assistant to the Manager 
Assistant Cashier • • • 
Cashier • • • • • 
Stock Woman 
Window Trimmer • 
. . . 
. . . 
. . . 
• • • • • • • • 
. . . . . . . . 
. . . . . . . . 
. . . . . 
. . . . . . . 
. . . . . 
. . . . 
. . . . . . . 
Number of Persons 
89 
54 
40 
30 
7 
6 
3 
l 
Total 230 
3Nolan, c. A., op. cit., P• 6. 
4. 
-Nolan, C. A. 7 op. cit., P• e. 
13 
According to the Census of Population of 1930, women have been 
added to the swelliDg ranks of retail employees "at an even more 
rapid rate than men"5 so that "retailing i• a field for women, since 
there appear to be almost as many women as men employed in retai 1 
"6 
occupations. Also, accordiDg to the Census of Business of 1935, 
women constitute 63.3 per cent of employees in department stores in 
the United States."7 
Although there have always been a very large number of women 
employed in retailing, not until relatively recent times, have they 
aspired toward positions which were professional in llature and 
dominated mainly by men. The chart of Nolan8 illdicates the aspirations 
of women in the retai 1 field. 
PramotioDS Anticipated ~ Saleswomen 
Position 
As si staDt Mal:lager ••••••••••••••••••••• 
Floor lady •••••••••••••••••••••••••••• 
Mamger ••••••••••••••••••••••••••••••• 
Cashier ••••••••••••••••••••••••••••••• 
Department Supervisor ••••••••••••••••• 
Office Worker ••••••••••••••••••••••••• 
T rllilliler ••••••••••••••••••••••••••••••• 
~er ••••••••••••••••••••••••••••••••• 
PersoDDel ••••••••••••••••••••••••••••• 
Total 
Number of Persons 
68 
38 
19 
12 
11 
10 
2 
1 
1 
162 
5
sohweintz, Dorothea de, OccupatioiiS in Retail Stores, Scranton 
International Textbook Compw:zy-, 1941, p. 7-;-
6Ibid, P• 38. 
7Ibid, P• 38. 
8 Nolan, c. A., op. cit. P• 8. 
14 
William Thomas HutchillSon's study coilBists mainly of three parts: 
(1) the duties (clerical, selli:ng tecllllique, and handling of the 
customer), (2) the place of lear.Ding (school, on·the-job, or both), 
and (3) the difficulty of learning (hard or easy) of the reactioD.B 
of the employers and employees of 100 retail firms in the City of 
Quincy, Massachusetts. 
The following is a brief summary of the conclusions of the 
thesis by Hutchinson: 
1. Nine per cent of the employers and several per cent of 
the employees selected the school as the desirable 
place to learn the clerical duties. 
2. Fifty-five per cent of the employers contacted favored 
job iilBtruction in clerical duties, while a like number 
of employees favored job instruction of clerical duties. 
3. Thirty per cent of the clerical duties were considered 
hard by employers, while employees considered 40 per 
cent of the duties hard to learn. 
4. As far as selliDg duties were concerned, only five 
per cent of employers and a like number of employees 
favored the school as a place to learn. 
5. Fifty-three per cent of the employers favored the 
school-job program in selling duties. 
6. Seven per cent of the employers and employees selected 
the school as the best place of learmng how to handle 
customers. 
7. Forty-:u:i.ne per cent of the employers and 40 per cent 
of the employees considered customer duties hard to 
learn. 
8. Employers selected the school as the best place of 
acqu1r1:ng or developing personal qualities in 22 per 
cent of their choices, whereas, the employees selected 
the school as the best place of acquiring personal 
qualities in 14 per cent of their choices. 
15 
9. The employers believed' job-traizd.ng in the persoDal. qualities 
to be adequate in but 16 per oent of their ohoioes 6 while the 
employees thought it adequate in 20 per oent of their choices. 
10. The employers believed the persoll8.l qualities hard to acquire 
in 38 per cent of their choices, while 72 employees considered 
the qualities hard to acquire in 24 per cent of their choices.9 
The above is very intaresti:cg since the study shows that only Dine 
per cent of the employers and only seven per cent of the employees 
selected the school as the best or most desirable place to learn the 
clerical duties. 
In contrast to the above statement, 53 per cent of employers and 
a like number of employees favored on-the-job traizd.ng. Neither Nolan 
nor Hutchinson, in their studies has made ail¥ attempt to justify the 
reasons Why employers preferred to have their employees learn ~ the 
method of on-the-job traizd.ng. 
9Hutchinson, w. T., .Ax1 IIIVesti¥!tion of. the Trai:ci:cg Needs of 
Prospective lhployees ,!:: Retail Sel ng inthe City 2!.. Qainoy, -
Master's Thesis, Boston U:civersity, 1947, PP• 121•126. 
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10 . Ke1math B. Haas a:xplains in the .following paragraph why employers 
do not attach too much importance to retailing as it is taught in the 
high school: 
Many executives of' retail establishments agree that graduates 
of high school courses in retailing often do not became good 
workers because they do net have a sufficiently broad background 
of business education. These executives .feel, also, that too 
much emphasis is placed on general salesmanship alld on spacial 
phases of retail selling and that these subjects are taught 
on a textbook or lecture basis rather than on a practical basis. 
The Hutc~inson study reveals that 53 per cent of the employers 
.favored the school-job program, or a part-time cooperative retail 
selling program in the secondary school system. Such a progr~ would 
prove satisfactory to retailers Who have until recent years placed 
little faith in the teaching of retail selling in high schools, and 
of educators who would like to put into practice the general aJJd 
broad principles of business. 
The part-time cooperative retail selling progrmn is "the phase 
of distributive education in which the merchant, in cooperation with 
the educator, provides the calldidates for selling careers with the 
necessary equipment.nll 
lrL. 
-.liaas, K. B. • Distributive Education, Gregg Publishing Compe.cy-, 
New York, 1941, P• 10. 
11shapiro, Harold E., ~-~Cooperative Retail Selling Programs 
~ ~ Secondary Schools _£! Ma~~achusetts, Master's Thesis, Boston 
University, Boston, 1944, p. i11. 
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K . 12· 13 14 enneth B. Haas, B. Frank Kyker, Lloyd L. Jo:oes, 
R. Murray Banks,15 and Harold W. Thamas, 16 strongly emphasize that it 
is only through the coordination of business and school that part-time 
cooperative traiDiDg closes the gap between the classroom and the real 
life of business. 
Only 41 cents out of every dollar spent by American consumers 
goes to the producers of goods, while 59 cents represente the cost of 
. "b t• 17 two b . h h distrl. u J.on. There are ways y whic t e large costs of 
distribution may be dimiid.shed: (1) elin1ination of some of the 
functions and services of distributors, and (2) eCOlJ.Olny in efficiency 
of distribution.18 
1?-
-Haas, Kenneth B., op. cit., P• 58. 
13Kyker, B. Fra:nk, "OrgalJiza.tion and AdmiDistration of Distributive 
Education," Miscellaneous Bulletin No. 2046, UDited States Office of 
Education, WashiDgton, D. c., 1939;p. 12:-
14 
Jo:oas, Lloyd t., "Some DefiDitions of Education, Distributive 
Education," ~ Business Education World, vol. 22, JUlle, 1942, P• 872. 
15B8llks, R. Murray, "New York's RetailiDg Course of Study," 
The Business Education World, vol. 21, February 1941, PP• 543-544. 
16Thamas, Harold w., "CreatiDg Interest in a Retailing Program," 
The Business Education World, vol. 23, October, 1941, p. 139. 
17Haas, Kenneth B., op. cit. P• 3. 
18aaas, KeDDSth B., op. cit. P• 4. 
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How much greater would be tne saving of consumer purchases if' 
through a well developed program of a cooperative retail selling 
program, sales people were trained to give "adequate, courteous, 
and efficient service.nl9 If a competeDt cooperative retail selling 
program were established nation-wide, there would be no basis to say 
that "only one sales person in four performs his job in a competeDt 
manner. n20 
i 21. hi . h Harold E. Shap ro, ~n s thes~s, presents t eoretically, but 
with good basis, the certainty of the reduction of costs of distribution 
through cooperative retail selling: 
We must ramember that the masses of workers who gravitate into 
retail selli:cg have had little or no preparation tor their work. 
Let us convert this in terms of dollars and cents per year per 
person. Assuming that through trailliDg and other improvaments, 
we might be able to decrease the costs of retail distribution 
by ten per cent, a figure ell:l:ii.rely within the realm of possibility, 
based upon nor.mal sales of about 60 billion dollars a year, it 
would represent a saving of six billion dollars. Six billion 
dollars is the entire retail sales volume of the automobile, 
radio, turlliture, and several other industries. 
19Barron, Robert E., 11Darn Itl Here Oanes A Customer, n The 
Business Education World, vol. 25, October, 1944, P• 84. -
20Ibid, P• 85. 
21
shapiro, Harold E., op. cit., PP• 13-14. 
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One of the earliest studies on cooperative trailling in retail 
selling was Ulldertaken by Glenn Oscar Emick22 in 1933. Emick's 
objective was to determine the status of cooperative trailling of all 
the schools in the UDited States. 
The results of Emick's study showed that 43 cities offered 
cooperative training in retailing in 1933. 
The follow.i.ng is a conclusion relative to the importance of the 
23 population of cities in which cooperative programs in retailing was 
offered: 
Conditions inmost cities above 50.000 population would be 
such that training for retail store service could be effectively 
operated there, aDd further that in same cities of less than 
50.000 population, cooperative retail selliDg classes could 
be effectively maintained. Thus, out of a total of 191 cities 
of over 50,000 population, but 36, or less than 20 per cent of 
those probably having favorable conditions, have introduced 
courses preparing for a field of vocatioDB employiDg in 1930 
approximately 20 per cent of all the young workers under 25 
in these cammUIJ.i ties. 
22 
Emick, Glenn o., "Cooperative Traimng in Retail Selli:ug in the 
Public Secondary Schools, u·: vocatioml Education Bulletin~· .lli_, 
Ullited States Department of' the Interior, Office of' Educa.tJ.on, Washi:ogton, 
D. c •• 1939, PP• 195. 
23Ibid, P• 11. 
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Glenn Oscar Emick24- tabulated, in order of importance s the aims of 
cooperative trai:cine; in retai~ selling, as listed by 56 tea cher s e.nd 
coo:::-di:nat.ors of the subj ect1 
1. To prepare students t o enter the profes sion of retai li!:tg. 
2. To give students i nsights i nto sci entific laws and methods 
of retailing. 
3. To help the student fiP~ out for what field he is best fi tted 
and acquaint him with t:bi s fi <:: ld. 
{ . To prepar e students to meet and work w:i. th people successfully. 
5. To develop in students an understanding of business ethics. 
6 . To give such t ra.inir..g as will bring promotion t o t he s t udent 
in this f i eld. 
7. To i mpress upon the student the social i mportance of work in 
t:P..is field. 
8. To deve lop the personality and character of the student . 
9 . To prepare students to be better b~ers . 
One of the latest studies on cooperati ve training in retai l selli ng 
was c oncluded by Dorothy M. Mauriello 25 at Boston U.rd.v ersi t-y· in 1949. 
Dorothy Mauriello ' s study covered 25 of 33 high s chools in New 
England w:bich operate cooperative trair.:ing progrruns i n retailir.g. 
24rbid, p. 27. 
2~rauriello, Dorothy Ivi .,. !::. Study of the Cooperative Train.i..ng 
Programs ~ Retai l Selling in the High Schools of :New England ., 
Master ' s Thesis, Boston University, 1949, PP • 122. 
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When Shapiro conducted his study of' ten schools in Massachusetts. 
concerning cooperative retail selling. only 12 high schools in the e.r.rtire 
state carried on the programs. However. accordi:ng to the Mauriello study1 
to date. 16 schools are conducting the cooperative training programs in 
retailing in Massachusetts. 
The Mauriello study2s reveals that 505 students (193 boys and 312 
girls) were enrolled in the 25 schools which provide cooperative 
training in retail selling in New England. 
26Ibid~ P• 43. 
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In carrying out the purpose of' her study, Mauriello 27 se"b f'orlh 
the f'ollowing seven specific sub-problems: 
1. To determine "bhe extent and importance of the cooperative 
trai:oing in retail selling in the high schools of New 
England. 
2. To determine the practices followed in consideri:cg students 
f'or participation in the cooperative training programs. 
3. To determine the methods used in presenting the subject 
matter to students enrolled in the cooperative tra.i:ci.ng 
programs. 
4. To determine the practices f'ollowed in the high schools 
in regard to the types of' curricula under which the programs 
operate. 
5. To determine the problEI!ls that arise in conneotion wi "bh 
the cooperative training programs in re"bail selling. 
6. To determine present trends and their implications for 
improvament of' the programs. 
7. To determine the aspects of' the coopera"bi ve "braining 
programs in retai 1 selling which "beacher-ooordiDators 
f'eel shoul d be improved. 
27Ibid, PP• 1-2. 
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. . 28 . . The results of Maur~ello's study are concentrated ~n the follaw1ng 
summary: 
1. At least 25 cooperative training programs in retail selli;cg 
are in operation in New Englam high schools located in 
cities and towns over 5,000 population. 
2. The number of girls who participate in the training far 
exoeeds the number of boys. Thi a fact may be due to the 
limited demand for boys in i:oitial retail occupations in 
the New England area. 
3. Eighteen~ or 72 per cent of the schools oarried out the 
oooperati ve training programs in retai 1 selling in one 
year. Students usually participated in the programs in 
the last year of high school. 
4. Teaoher-ooordi.na.tors reported that hours at work and at 
school ranged fran 35 to 57 hours per week. The teacher-
coordinators commented that too short a work week failed 
to crystallize the benefits whioh accrued fran real work 
experie:oce. 
5. The' subjects most frequelllily mentioned by teacher-
coordinators as included in their curricula. for the 
cooperative training programs in retai 1 selling were: 
salesmanship and retail selling, advertisi:cg and display, 
business and store arithmetic, personal development, textiles, 
and English. 
6. Only ten or 40 per cent of the 25 teacher-coordinators 
indicated that their programs contained aotual deJp.onstration 
laboratories. However, a.1 other coordinators indicated 
that the classroom was used as a demonstration laboratory. 
7. Teachers indicated that teaohiJJg materials needed revision 
and reorga:oization. Only one teacher-coordinator indicated 
that teaching materials at his disposal were fully adequate. 
others indicated the need for central film libraries., more 
actual store materials, and better organization of existing 
materials. 
28Ibid, PP• 93-100. 
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Although a cooperative pa·rt-time program is sponsored by the 
Federal and State govermnems~ most local govermnents have proved to 
be very reluctant in establishing such a training program in the local 
schools. Ma.ey" states have such a program and such a movement is 
growing. Vary few schools have requested financial and supervisory 
aid in satti:cg up and administeri:cg suoh a program. 
Many school administrators claim that the only reason that they 
do not desire govarmnent funds is because the govermnent would dictate 
to them. This may be partly true. The main reason is that sohool 
administrators do not wish to "work" at setting up a program which 
would meet the specifications and high standards that the govermnent 
requires. The only purpose of the subsidizing of distributive 
education is for the sole purpose o£ stimulati:ng and promoting the 
best and highest type ot part-time cooperative retail training 
programs. 
The retailer and the educator agree that a cooperative part-time 
retail traini:cg program would .benefit all concerned- the employee• 
through greater take~home pe:y, the employer, whose profits iil.Orease 
- . 
through the efficient _ rw:ming of his business, and the school, which 
has the satisfaction ot knowing that it is contributing a useful 
service to society. 
25 
The five studies which have been mentioned by Nolan, Hutchinson, 
Shapiro, Emick, and Mauriello, have brought out a very important need, 
and that need is the adoption by the multitude of schools of a 
cooperative part-time progra:m, whereby the students not only learn book 
theory, but also receive practical experience. 
The Federal Government had for a long time felt a deep responsibility 
to enact laws to help stimulate vocational education. The first of a 
series of Federal Vocational Education Acts was the Natioml Vocationa.l 
Education Act, commonly called the Smith-Hughes Act, which was adopted 
in 1917. The main purpose of this bill was to aid the states to 
provide, on an equal basis, vocational education for those who desired 
it so that students would become intelligent and skilled workers, and 
in this :ma.n.ner becCHlle self-supportiDg citizens. 
Although provision was made for retai 1 selliDg, such a program 
did not succeed, mainly because Federal funds were not available for 
the payment of salaries of qualified local and state supervisors and 
teacher-trainers. 
Because of the inadequacies of the Smith-Hughes Act, the George-
De.en Act was passed by CoDgress in 1936, and became effective in 1937. 
Congress alloted the sum of $1~200,000 to states and territories mainly 
for the purpose of salaries and travel expenses of teachers, supervisors, 
and directors, and the expense of teacher-traimng in distributive 
occupational subjects. 
Actually, the George-Dean Act provides for federally aided 
instruction to three types of workers, evem:ng, part-time, and 
cooperative part-time classes. The last group of students is of 
the greatest interest because they compose the youth of our day high 
schools. 
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There should be ·a clear concept of the term "cooperative part-time 
student." Haa.s29 gives the following definition: 
A cooperative part-time student may be defined as a person 
enrolled in certain courses in a public schoolll'here organized 
technical and related vocational instruction is given in 
conjunction with organized practical experience in a 
distributive busi:oess, at a wage comparable with regular 
employees, for the purpose of acquiri:og knowledge and skill 
in a particular occupation, under an arrangement whereby 
the trainee's time is divided between school and work. 
The goveriDlle:at has set forth certain requirements before it 
would allot funds for a retailing progrron. For example, registration 
for cooperative part-time classes is limited to those who meet the 
f 11 . . .t>: ti 30 o ~g spec1~~ca ons: 
1. The student must be 14 years of age or ever. 
2. Students must be lawf'ully employed in a distributive 
occupation for at least as ~ hours each day, week, 
or other unit of time. 
3. Students must have personal and occupational 
characteristics required for the type of work ll'hich 
the instruction supplements. 
4. Students are able to profit by the instruction. 
29Haas, !r8Jllleth B., "Cooperative Part-Time Retaili:og Training 
Programs," Vocational Division Bulletin No. 205, Uni. ted States 
Department of the Intenor, Office of EdUCation, Washington, D.c., 
1939, P• 6. 
30Ibid, P• 7 • 
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31 Vocational Bulletin No. 1 ·of the United States Department of 
Educat ion treats more fully of the equalization of time spent on the 
job and in school. Students must spend as much time in school as they 
do on the job. Hovrever, they must spend at least 15 hours on the job 
per week. Thi s time element is brought out more fully in the following: 
Persons shall be regarded as workers eligible for enrollment 
in a part-time cooperative vocational course provided they 
spend as much time during the school year in regular employment 
as in school classes. In no case should a state plan provide 
that the employment of such persons be for less than one-half 
of the usual working week or ·!:;he equivalent of the occupation 
in which they are employed, or for less than 15 hours a week 
or the equivalenb. 
The objectives of the George-Dean Act are in reality the demands 
and needs for both the re·bai ler and the employee. The aims of the 
George-Dean Act seek to satisfy the needs of business by means of 
educating and training workers to better perfonn their respective 
jobs. In the following list Haas sets forth the main objectives of 
the George-Dean Act: 
1. To help workers in distributive occupations to give better 
service. 
2. To help workers conduc·b their working activities for their best 
personal interests, as well as for the best interests of their 
community and the nation. 
3. To encourage workers to develop a distributive system which 
will work and render maximum of economic service to both 
producers and consumers. 
3lvocational Bulletin No. 1, United States Department of Interior, 
Office of Education, Washington: D. c., P• 51. 
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4. To help develop among workers in distributive occupations an 
understanding .of the socially desirable services which distributive 
workers should render in furthering the general welfare of our 
citizens. 
5. To help workers in distributive occupations develop the 
abilities necessary for successful employment in the highest 
positions. 
6. To help prepa~e relatively inexperienced youths for efficient 
employment in distributive occupations. 
7. To direct the growth of the personal abilities necessary for 
satisfactor,r personal, social, economic• and occupational 
adjustments in a rapidly changing world. 
a. To stimulate the growth of pride in knowledge and accomplishment 
in the distributive occupations so that these occupations may 
tend to became semi-profesaionalized.32 
3~s, Kenneth B •• "Distributive Education Objectives and 
Achievements," The Business Education World, vol. 19, December. 
1938, P• 280. ---
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Among the objectives of distributive education, the important aim. 
is to train the various retail workers to render intelligent and helpful 
service. This aim is described by Kyker33 in detail: 
Another important purpose of the program in distributive education 
is to train sales people and other store service workers to render 
inf;elligent and helpful service in their contacts with the customer. 
In purchasing all lines of goods, except staples and simple 
necessities, a buyer usually has to rely upon the salesman for 
infor.ma.tion about the goods. 
Because the George-Dean .Act has proved very successful in stimulating 
cooperative part-time activities in distributive education, the George-
Barden Act, enacted August 1, 19461 authorized the expenditure of 
$2,500,000 of Federal funds as compared to $1,2001 000 of the George-
Dean Act, an increase of $1,300,000. Under this act, each state was 
given a minimum. allotment of $151 000 for traiiii:ng in distributive 
occupations, an increase of $5,000 over the George-Dean Act. 
3~ker, B. Frank, "Organization and Administration of Distributive 
Education," Miscellaneous Bulletin No. 2046, Office of Education, 
Washington, D. o., 1939, PP• 3-4. - -
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34 Additional purposes for which the George-Barden Act authorized 
the use of Federal funds include: 
1. Ma.intenanoe of an adequate program. of administration, supervision, 
and teacher-training. 
2. Salaries and necessary travel expenses · of vocational counselors 
and supervisors of •ocational guidance. 
3. Research studies to provide iDfo~tion as a basis for davelopiDg 
vocational education and vocational guidance. 
4. Training and work-experience training programs tor out-of-school 
youth. 
5. TraiDing programs for apprentices. 
6. Purchase or rent of equipment and supplies tor vocatioml 
instruction. 
Except tor the above changes, the George Barden Aot carries out the 
same objecti vas as the George-Dean Aot. 
34George-Barden Act, Public Law No. 586, 79th Congress. 
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The following is a list of' objectives of' a retailing program set 
forth by William B. Logan. 35 The following objectives, to a large degree, 
correspond with the objectives of this study: 
1. To prepare students for permanent employment and subsequent 
advancement in the distributive field. 
2. To give the student the skills, job illf'ormation, and develop 
good attitudes necessary to effective performance of the 
duties of a sales person for advancement in the field. 
3. To give the student an understanding o:f' human behavior in 
order that he may work w.i. th and get along with all kinds 
of people. 
4. To provide iDStruction which supplements the daily employment 
of' the student. 
5. To prepare student for socio-economic adjustments, such as: 
a. Personal qualities. 
b. Employer-employee relations. 
c. employee-employee relations. 
d. Economic principles applicable to distribution. 
e. Adjustments from school to business. 
:£'. Spending earnings. 
6. To prom.ote commw:Iity--school-business public relationships, in 
the interest of better trained persoDDel in distributive 
activities. 
7. To develop in the student the idea of the need for continued 
trailling after school. 
8. To encourage in students ability, leadership · and illitiative 
which will lead to (a) promotion, (b) ma.:xi.mum production, 
and (c) maximum. job satisfaction. 
9. To stress the dignity and the importance of' all jobs in 
distribution. 
35Logan, William B., "Courses of Study in Retailing," The .AJnerican 
Business Education Yearbook, vol. 4, Somerville, N.J. Joint-publication 
Commission of The Eastern Commercial Teachers Association and The National 
Business Teachers Association, The Somerset Press, Inc., 1947, pp. 332-333. 
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The George-Dean Act existed for ten years. Research reveals 
that during 19J8, 3,6oo36 secondary school students were enrolled 
in the cooperative program. However, in 1939, just ·two years 
after the inauguration of the George-Deen Aet, these cooperative 
and part-time classes had increased to 6,956 pupils.37 By 1942, 
the number of high school students enrolled in the part-time 
cooperative retailing program had reached slightly less than 
13,000.38 
The above figures reveal that the students enrolled in a 
part-time cooperative selling program was 361 per cent greater 
than in 1938. The growth of this type of program helps to meet 
the need of the business world for well-educated and well-trained 
personnel in the field of retailing. 
Despite the increase of enrollment in retailing programs, 
distributive education has gained little dominance in the average 
school system. 
3~ana, J. Marshall and 'Freeman, M. Herbert, "Distributive 
Education Information for Teachers and Administrators of Business 
Education, 11 Monograph ~. South West er n Publishing Company, 
Cincinnati, 1940, p. 14. · 
37Ibid, P• 14. 
38strong, Earl D., TIJ& Organization, Administration ~ 
Syperyision QtBQsiness Education, Gregg Publishing Company, 
vol. 19, P• 95. 
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In a research study made by r>onald F. Mulvihiu39 in 293 medium-
sized high schools in Illinois, he found that the eight domillallt business 
subjects were: 
1. Typewri tiDg in 96 per cent of the schools. 
2. BookkeepiDg in 95.2 per cent of the schools. 
3. Shorthand in 89.4 per cant of the schools. 
4. Economics in 65.5 per cent of the schools. 
5. Elementary :Business Training in 52.2 per cent of 
the schools. 
6. Commercial Geography in 49.1 per cent of the schools. 
7. Commercial law in 74.8 per cent of the schools. 
8. Commercial Arithmetic in 47.4 per cent of the schools. 
The Mulvihill study reveals that less than 15 per cent of the 293 
medium-sized high schools in Illinois offered the following courses: 
1. Office Machines. 
2. Clerical Practice. 
3. Penmanship. 
4. Business English. 
5. Salesmanship. 
6. Advertisir..g. 
3~ulvihill, Donald F., "Articulation of Business Subjects in 
High Schools and Colleges in Illinois," The Balance Sheet, vol. 21 
December, 1939, pp. 16Q-163. ---
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.Another study made by R. a. 'walters, 40 in which the subject 
content of 125 senior high schools in towns and cities from 1,000 to 
over 1,0001 000 population throughout the United States was analyzed. 
His research revealed that the towns of less than 5,000 did not offer 
any retailing: 
None of the schools located in towns of less than 5,000, 
for e~ple, offered retailing, and only one offered office 
practice, both of' which are highly specialized and strictly 
vocational subjects. 
R. c. Walters, 41 in the study of 50 semor high schools foUlld 
that all such named schools had two years of shorthand, typewriting, 
e.nd bookkeepi:ug. However, he found the following freque~ in the 
remaining subjects: 
Subject Frequency Subject Frequency 
1. Business law 39 13. Business Organization 7 
2. Office Practice 36 14. Part-Time Store Work 8 
3. General Selling 31 15. Ao countiDg 6 
4. Business Arithmetic 31 16. Record Keeping 4 
5. General Business 27 17. Third Year Typewriting 4 
6. Consumer Education 24 18. Store Management 4 
7. Economic Geography 14 19. Marketing 4 
8. Spelling 14 20. Secretarial Bookkeeping 2 
9. Retailing 13 21. Third Year Bookkeeping 2 
10. Business English 12 22. Filing 2 
11. Eocnamics 9 23. Business Principles 1 
12. Advertising 7 24. Business Ethics 1 
25. Business Personality 1 
4Dw"alters, R. c., 11The Business CUrricul'Wil.1 " Monograph~~ 
South Western Publishing Company, Cincinnati, 1942, p. 15. 
41Ibid, P• 16. 
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In the above study of 50 hi~h schools, which toom place in 1942, 
in cities of more than 25,000 population, 31 offered general sellir.g., 
13 offered retailing, eight offered part-time work, four offered store 
management, and four of the schools offered mar keting. Typ~Titing., 
shorthand, e_nd bookkeeping appear to be very much entrenched in the 
business curriculum. However, the role of distributive education 
appears to be making deep inroads into the school busir1ess department. 
Although 31 senior ~igh schools offered general selling e~d 13 of 
the schools offered retailing, only eight schools offered part-time work. 
Cour ses in general selling, retailir>.g, and part-time wor k are what actually 
constitute our cooperative part-time program, whether or not it be under 
supervision of the George-Deen Act. Although this study revealed that 
only eight out of 50 large high schools offered some type of cooperative 
part-time work in retailing, it indicated a definite trend of future 
activity along those lines. 
If the school is to meet the needs of the business world, greater 
emphasis must be placed upon the contents of the courses of study which 
is going to be used in the school. Especially, where no study-work 
progr am e:xists 1 courses should be constructed to stimulate student 
interest and critical thinking. 
Because a part-time cooperative program is lacking, no basis exists 
for the argument that retailing should be excluded from the school. It 
would be similar to state that if no part-time cooperative program existed 
in typewriting, ~~ shorthand, such subjects should be excluded from the 
school program. 
A course of study in retailil1g should be genero.l enough to present 
to the student the necesse.ry over-all picture of a field in which he will 
eventually fit. By presentine to the students the general picture of the 
entire retail field, the student is guided into a field which immediately 
suggests many types of activities. 
The ai m of this c~~pter was to determine from other research whether 
the secondary schools were efficiently preparing students to enter into 
the rete~l field. Chapter I revealed a need for qualified retail personnel. 
Chapter II endeavored to indicate how the schools were prepared and ar e 
preparing t o meet that neede 
Now, according to the Nola.J.1 study, saleswomen indicated only 30 
per cent of 150 duties that could be better learned in school. 
Strangely enough, these women expressed a greater desire to lear~ their 
duties on the jobs. 
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The above study revealed that the .female sex plays a vi tal part 
in retailing, and according to the Census of' Business of' 1935, women 
constitute 63.3 per cent of employees in department stores in the 
United States. If the trend continues, we may look forward to seeiDg 
our retaili:ng classes predominated by girls, as is the case in the 
see-:retarial departments of our high schools today. 
The Hutchinson study revealed that only .five per cent of employers 
and a like number or employees favored the school as the place to 
learn the selling duties, whereas, .fifty-three per cent of the 
employers .favored the school-job program as the best method of 
employees to learn the selling duties. 
Retail selling. when only presented in school, treats of general 
salesmanship and only speci.f'io phases of retail selling. Such textbook 
and lecture methods .fail to give the student the necessary broad 
background of business educatioD. 
The Federal Governn.ent saw the lack of' harmoJIV which prevailed 
between business itself and the school. It, therefore, enacted the 
George-Dean Act for the express purpose of' closing the gap between 
the school and the business world. Only by combiiling the theory and 
practice of retailiDg is it possible to secure the well educated and 
well trained student to .fit right into eiry activity or retailiiJg. 
The George-Deen Act and writers in the .field presented lists of 
objectives in retailing. A vital objective of the George-Deen Act 
is '\;o help develop among workers in distributive occupations an under-
standing of the socially desirable services that distributive workers 
should render in furthering the general welfare of our citizens." 
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This Chapter has presented a quotation from the study by Shapiro 
to show that the large majority of workers who enter the retail field 
have very little or no preparation for their work. This lack of 
preparation resulted in inefficiency. If, through efficiency, the 
costs of retailing were reduced by ten per cent, the retail industry 
would annually save six billion dollars. 
The George-Barden Aot has supplemented the George-Dean Act, and 
the prominent feature of this last act is that federal funds for 
distributive education per fiscal year amounts to $2,500,000. Besides, 
the George-Barden Act provides that the funds may be used for 
administrative expenses, fo-r the purchase or rent · of equipment and 
supplies for vocational counselors. 
In a study by Mulvihill of 293 medium-sized high schools, in 
Illinois, less than 15 per cent of them offered any courses which 
contained some phase of retailing. In another study by Walters, 
towns of less than 5,000 did not offer e:r:ry retailing. 
The above surveys would have served a mo-re usetul purpose if a 
follOtt'-up study were made to detennine how maey of the students of 
typewri ti:Dg, shorthand, and bookkeeping were placed in jobs in 
comparison with the number of students who just happened to gravitate 
into a distributive position. 
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Federal funds have had mucli to do with the stimulation of part-time. 
cooperative retailing. aDd the George-Deen and George-Barden Acts did 
much to affect the business departntent curriculum in certain schools 
drastically. Distributive education in the seoondar,y school system 
is ver,y new. and although it is slaw in being incorporated• once 
accepted. it maintaill.S a level and dignity of its ovm. 
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CHA.PTER.' III 
METHOD OF PROCEDURE 
The following procedures were employed in order to determine what 
the schools of Massa,chusetts were doing to prepare students for retailing 
occupations : 
1. Literature . consisting of research studies., articles. 
pamphlets, and bulletins relating to the field of 
retailing was investigated to obtain a. background 
for this study. 
2. A li st of all public secondary schools in Massachusetts 
which were located in to·wns · a.nd cities of population 
less than 1,000 to over 100.000 was compiled. 
a. 
b. 
The New Intermtional Atlas of the World1 was utilized 
to determine the population of all towns a.nd cities 
wherein are located all of the schools of this study. 
After having determined the population of all the towns 
and cities involved in this study. the Educational 
Directory of 1947 was procured and utilized to determine 
the names, locations , and principals of all the secondary 
schools under consideration in this study. This material 
formed the basis of the mailing list for inquiry blanks. 
See Appendix ! concer:ning mailing list. 
3. A questionnaire was fonaulated to contribute data on retailing. 
See Appendix~· The inquiry blank attempted to discover the 
following facts= 
a. The number of schools which taught business subjects and 
the number of schools which did not teach any business 
subjects. 
b. The total school enrollment, listing boys and girls 
separat~ly, o£ all those schools teaching business 
subjects. 
1Smith, Lloyd Edwin . et al. J The New Inter:riatioi.Ui.l Atlas of' the 
World, Geographical Publi shing Company:-Ghicago. 1945• PP• 235=:23a;-
1!1 
c. The number of student business majors, boys and girls. 
d. To deter.mine the number of students enrolled in common 
business subjects, both as to boys and girls. 
a. The determination of the status of the following 
distributive subjects by learlli.Dg whether they 
were or were not taught, and if taught, the number 
of schools teaching the subject and the number of 
boys and girls enrolled. Also, to deter.mine the 
school grade, the number of semesters taught, and 
the number of periods each week of the following 
subjects: 
Advertisi:og 
Color, Line, and Design 
Marketing 
MerchalldisiDg 
Non-te:xti las 
Retailing 
Retai 1 SelliDg 
Salesmanship 
Textiles 
f. The number of years the above distributive subjects 
had been taught in the respective school systems. 
g. Use made of model retail shop in the school. 
h. The number of schools which were operatiDg a part-time 
cooperative retailing program under the provisions 
of the George-Dean, now the George-Barden Act. 
i. If the schools did not operate a part-time cooperative 
retailing program, to detel11line the number of schools 
which were not operating under Federal supervision, 
but were conductiDg an imepelldent oooperati ve 
retailing program. 
j. If the schools were not operating a part-time 
cooperative retailing program under the provisions 
of the George-Barden Act, or were not conducting 
an indepelldeiit coeperative retailing program, to 
determine if ~ attempt had ever been made to 
organize a~ type of cooperative retailing program. 
k. If no study-work activity existed, to determine 
whether a:n:y cooperative retailing programs were 
planned. 
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l. To learn whether schools -whi ch did not have any 
operating cooperating retailing programs, or any 
defir~te plans to organize such programs were in 
favor of organizing a cooperative retailing progran1. 
m. The number of schools which felt a need to organize 
a cooperative retailing program. 
n. The nnmber of years the George-Barden or the independent 
cooperative retailing program had been in operation. 
o. The lea.rning of the rru:mber of students enrolled in the 
coopere.ti ve retai 1 training programs for each year from 
1943 to 1948. 
4. The inquiry blanks and letters of transmittal were sent to 
all of the principals of the high schools of Massachusetts . 
See Appendix! concerning letters of transmittal. 
5. Follow-up letters and additional inquiry blanks were sent 
out to those schools which had not responded to the original 
questionnaires. See Appendix £• 
6. A letter was sent to Harold Shapiro, Supervisor of 
Distributive Education, for the purpose of securing 
information on the cooperative retailing program and 
the list of schools which sponsored such a program. 
See Appendix .!• 
7. The responses of the principals and the heads of the business 
departments of the high schools were recorded and tabulated. 
8. The data was set up into tables and analyzed. 
9. A summary and conclusions were fonaulated, based upon the 
findings of the check list.2 
2nepartment of Education of the Commonwealth of Massachusetts. 
Educational Directory Bulletin, Department of Education, Boston, 1947 11 
PP• 25-31 .. 
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Since this study concerns all 'the public secondary schools which 
are located in Massachusetts, the best procedure was to construct a 
carefully planned questionnaire, which would be mailed to all the 
principals of those high schools under consideration. 
Since the type and richness of a school curriculum often depend 
upon the population of the city in which the school is located, the 
type of school was classified in relation to the population of the 
town or city. For the purpose of this study schools were classified 
as follows: 
School Classification 
Group I 
Group II 
Group III 
Group IV 
Group V 
Group VI 
Group VII 
Group VIII 
~ Population 
100,000 and over 
50,000 to 100,000 
25,000 to 50,000 
20,000 to 25,000 
15,000 to 20,000 
10,000 to 15,000 
5,000 to 10,000 
1,000 to 5,000 
The main purpose of classifying schools in relation to the 
population of cities in which they were located was for the important 
function of comparison or correlation. For example, ordinarily, the 
business curriculum of a school in a town of 10,000 population was 
not considered to be so well developed aDd so rich in learning 
experie.J:JCe as the business currioulum. of a school in a city of 
25,000, in a city of 50,000 or i:a a ci·by of 100,000 population. 
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According to the Walters study (which was mentioned on page 12_ of · 
this research paper) of 125 senior high schools in towns and cities from 
1,000 to over l,ooo,ooo population in the United States, no retailing 
was offered in those schools which were located in towns of less than 
5,000 population. 
One of the objects of this study is to determine whether any 
school in a town of less than 5,000 population in Massachusetts offers 
the subject, "retailing." By classifying schools according to the 
population of cities in which they are located, the reader can compare 
the frequency of the teaching of salesmanship, or retail selling, of 
one population group to another. 
CllA:P TER rl 
.AlTALYSIS AND IliJ""TERPRETATIOH OF DATA 
Of the to·tal of 258 inquiry blanks which were sent to all of the 
principals of the public high schools in Massachusetts, 141 inqui~ 
blanks were filled out and returned. Hence, the rate of return was 
55 per cent. Actually, the 55 per cent return was the final result 
of both the original dispatching of letters and forms plus follow-up 
letters and forms to those who failed to respond to the first mailing. 
The first mailing resulted in a. return of 124 forms or 48 per cent. 
The breakdown, according to classification of schools is shovr.n 
belo-ff: 
TABLE I 
PER CENT OF INQUIRY BLANK RETURNS 
Group Total Schools Total Inquiry Returns Per Cent 
I 32 19 59.34 
II 12 a 66.67 
III 15 9 60.00 
IV 10 5 50.00 
v 15 8 53.33 
VI 20 14 70.00 
VII 38 26 68.50 
VIII 116 52 44.83 
Total 258 141 54.65 
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The returns revealed tha:e' of the 19 schools in Group I 1 seven did 
not offer any form of business education. Therefore, the study was based 
upon 134 high schools. 
The total school enrollment of the 134 high schools of tlus study is 
set forth in detail in Table II. 
Group 
I 
II 
III 
IV 
v 
VI 
VII 
VIII 
Total 
Tl!.BLE II 
SCHOOL ENROLili~ENT 
Number of Schools Boys 
12 7,669 
8 6,878 
9 4, 582 
5 1,883 
a 2,625 
14 3,478 
26 4,299 
52 2,934 
134 33,348 
Girls Total 
6,785 14,454 
6,875 12,753 
5,062 9, 644 
2,063 3,946 
2,949 5,574 
3,869 7, 347 
4,652 8,951 
3,318 6,252 
35,573 68,921 
Table II and Table III sh~r the number of business majors in 
comparison to the total school enrol~nent and also shmv the relationship 
of the number of' students ·taking d.i stributi ve subjects to that of the 
total school enrolLment• · 
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Table III shows the number of students who were registered in the 
various business departments of the 134 schools of this study. 
TABLE III 
TOTAL BUSINESS STUDENT MAJORS 
Group Boys Girls Total 
I 2J817 3,978 6,795 
II 1J213 3,380 4 , 593 
III 679 2,854 3J533 
IV 434 1,493 1,927 
v 515 1J053 1,568 
VI 423 1,361 1,784 
VII 655 1, 700 2,355 
VIII 300 1,177 1,477 
Total 7,036 16,996 24,032 
Although not considered as one of the major objectives of this 
study, this paper , nevertheless, breaks doVIll. the various results into 
divisions of "boys" and "girls" to sho-n which sex specializes or takes 
grea-l:;er advantage of business subjects or which sex is in greater 
demand to fill the various positions in the business world. 
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The results of Table II indicated a total school enrollment of 
68 1 921 students, whereas the results of Table III indicated that the 
total number of business student majors was 24,032. In other words, 
of the total school enrollment 35 per cent consisted of business 
majors. 
A total of 16,996 female business student majors were enrolled 
in comparison with 7,036 male business majors. More than twice a.s 
Ill8.JJY girls were enrolled in the business department a.s boys. Girls 
made up 71 per cent of the business department, while boys composed 
only 29 per oent of the business student majors. 
Table IV is set up to determine the status of bookkeeping in the 
secondary schools of this study. 
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TABLE. IV 
BOOKKEEPING ENROLLMENT 
Group Schools Boys Girls Total 
Teaching Subject 
I 12 1~783 1,953 3~736 
II 8 509 1,592 2,101 
III 9 362 1~253 1,615 
IV 5 235 472 707 
v 8 164 360 524 
VI 14 264 766 1,030 
VII 26 267 679 946 
VIII 50 173 550 723 
To·tal 132 3~757 7,625 11,382 
Table IV is o~ no importance in itself, but assumes great importance 
in the process of determining the standing of retailing subject~ 
through the process of comparison. No doubt, such a subject as 
bookkeeping is well entrenched in the business curriculum of the 
secondary schools of not only the school system of Massachusetts, 
but also the school systems throughout the entire country. 
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Table V, Salemruanship Enrollment, is set up to show its relative 
importance by means of iDdicating the number of schools having such a 
program in their curricula and the number of students enrolled. 
TABLE V 
SALESMANSHIP ENROLlMENT 
Group Schools Boys Girls Total 
Teaching Subject 
I 6 256 68 324 
II 4 50 56 106 
III 4 63 86 149 
IV 1 19 50 69 
v 4 59 65 124 
VI 3 42 67 109 
VII 5 32 54 86 
VIII l 6 17 23 
Total 28 527 463 990 
Table IV definitely indicates the supremacy of bookkeeping in the 
business curriculum. Based upon the returns of this survey, of the grand 
total of 134 schools teaching business, 132 schools were teaching bookkeeping. 
Reference to Table II shows that ' the 134 schools of this survey 
had a total school enrollment of 68,921 students, 33,348 boys and 
35,573 girls. Reference to Table IV indicates 132 schools having had 
a total bookkeepiDg enrollment of 11,.382 students, 3,757 boys a.nd 
7,625 girls. The number of students who were enrolled in bookkeepi;og 
made up 16.29 per cent of the total school enrollment of the 134 schools 
of this survey. Or it may be stated that about one out of every six 
students were enrolled in bookkeepi;og. 
A large number of girls were enrolled in the bookkeeping course, 
usually considered to be a field in which boys or men dominate. The 
number of girls studying bookkeepiDg is shown to be twice as great 
as that for boys 
The study of Table III reveals 24,032 students enrolled in the 
business curriculum. About twice as lllS.II¥ people were enrolled as 
student; business majors as were enrolled in bookk:eepi;og. Ma.ey pupils 
were taking bookkeeping who were not enrolled as student business majors. 
A study of Table V reveals the relative standing of salesmanship 
in the 134 schools of this study. ~ 28 schools taught salesmanship 
in comparison to the 132 schools which were engaged in teaching 
bookkeeping. Hence, only 21.21 per cent as many schools were teaching 
salesmanship as were teaching bookkeeping. 
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Twelve Group I schools taught bookkeeping while only six Group I 
schools taught salesmanship. Three thousand seven hundred and thirty-six 
students were enrolled in bookkeeping in Group I schools while only 
324 students were enrolled in salesmanship. Only six of the 12 Group I 
schools (in cities of population of 100~000 and over) taught salesmanship. 
As evidenced in Chapter I~ a great need exists for educating students 
in retailing subjects so that when they enter the business world they 
will be able to accomplish their tasks with great ability and skill. 
Table V indicates the following schools taught salesmanship: 
£our Group II schools~ £our Group III schools, one Group IV school, 
£our Group V schools, three Group VI schools~ five Group VII schools, 
and one Group VIII school. 
While eight Group II schools taught bookkeeping, only £our Group II 
schools taught salesmanship. Nine Group III schools taught bookkeeping 
in can.parison with £our Group III schools which taught salesmanship. 
A ratio o£ five to one exists in favor o£ schools which taught 
bookkeeping in Group IV. Group V schools maintain a two to one ratio 
in favor of bookkeeping. 
About one-fifth as ll1S.IlY Group VI schools taught salesma.nship as 
those which taught bookkeeping. Five times as many Group VII schools 
taught bookkeeping as those schools which taught salesmanship. 
Finally, a 50 to one ratio of bookkeeping to salesmanship exists in 
Group VIII schools. 
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No doubt 1 the schools which are located in small towns do not 
experience an immediate need to teach salesmanship. H~never 1 students 
will not always live in those tOW.IlB and many will .find work in larger 
communities. Hence 1 the argument is 1 that despite the apparent lack 
of the immediate need, students who de sire a course in salesmanship 
should be given an opportunity to taka such a course. 
The 990 students enrolled in 28 schools of this study constituted 
only about 1.15 per cent of the total school enrollment. This indica·ces 
a very small per cent of total school population in comparison with 
16.29 per cent of total school population enrolled in bookkeeping. 
The following eight tables give a detailed group breakdown of the 
status of the regular business subjects and the distributive subjects. 
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TABLE VI 
THE RELATIVE STAl>J"DING OF BUSINESS AND RETAIUNG SUBJECTS 
GROUP I SCHOOLS 
Subject Sbhools Teaching Boys Girls Total 
Subject 
Bookkeeping 12 1,783 1,953 3,736 
Business Ari tl:nneti c 11 912 539 1,451 
BusiDess English 11 1,000 1,536 2,536 
Business Law 10 833 367 1,200 
Business Organi za. ti on 6 173 147 320 
.Consumer Education , 4 85 150 235 
EcollOIIlio Geography 10 800 1,500 2,300 
Econorri c s 8 423 194 617 
General Business Traimz:;g 4 258 131 389 
Office Machines 8 178 760 930 
Of'fi ce Practi oe 8 134 746 880 
Shorthand 12 200 2,300 2,500 
Typewriting 12 704 3,118 3,822 
Retailing Subjects: 
AdvertisiJJg 5 176 31 207 
COlor~ Line, e.D£1 Design 2 8 31 39 
Marketing 0 0 0 0 
Mereb.andi sing 5 216 38 254 
Non-Textiles 2 7 37 44 
Retailing .1 7 15 22 
Retail SelliDg 3 68 60 128 
Sale srr..e.nshi p 6 256 68 324 
Textiles 3 38 38 76 
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Tables VI through XIII are detailed breakdowns of frequency of 
subjects taught and the ei!Tollments in the common busi11ess subjects 
as well as distributive subjects. The tables are complete in that 
all subjects are listed. but in relation to specific groups. 
For example, Group I bookkeepin& and Group II salesmanship are 
repeated tram Tables IV and V, but in addition, other regular business 
subjects and distributive subjects are set up to present a clearer 
picture of the importance of retailiiJg subjects in the curricula of 
the school systems of Massachusetts. 
Table I indicated that 32 inquiry blanks were sent out to Group I 
schools and that only 19 returns were received. Seven out of the 19 
returns revealed that no business subjects were taught. Hence, the 
survey of Group I schools was based on 12 schools. 
Three of the 22 subjects under co1wideration attained a 100 per 
cent frequency rating. In other words, three subjects were taught 
all Group I schools. These three subjects were typewriting~ with 
31 822 students enrolled; bookkeeping. 3,736 students enrolled; and 
shorthand. 2,500 students enrolled. In comparison, marketiDg was 
not recorded by aDY of the Group I schools sending in their returns. 
Only one of the 12 Group I schools indicated the teaching of 
retailing. This one school listed a class of 22 students. seven boys 
and 15 girls. Three schools, or 25 per cent of the returns, indicated 
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TABLE VII . 
THE RELATIVE ST~..NDING OF BUSINESS AND RET.AlUNG SUBJECTS 
GROOP II SCHOOLS 
Schools Teaching 
Subject Subject Boys Girls Total 
Bookkeeping 8 509 1.592 2,101 
Business Arithmetic 6 326 620 946 
Business English 4 546 1,340 1.886 
Business Law 7 338 617 955 
Business Orga.ni za ti on 3 85 105 190 
Consumer Education 2 120 335 . 455 
Economic Geography 8 635 1.273 1,908 
Economics 5 165 273 438 
General Business Trai:niDg 2 135 147 282 
Office Machines 8 140 1,131 1,271 
Office Practice 5 75 735 810 
Shorthand 7 81 1.965 2,046 
Typewriting 8 536 2,864 3.400 
Retai lillJ? Subjects' 
Advertising 2 7 40 47 
Color, Line, and Design 4 12 55 67 
Marketi:og 2 7 40 47 
Merchandising 3 12 45 57 
Non-Textiles 1 0 25 25 
Retailing 2 6 34 40 
Retail Selling 2 7 40 47 
Salesmanship 4 50 56 106 
Textiles 3 12 45 57 
the teaching of retai 1 selling. bnly 128 students were listed e.s members 
in Group I retail selling classes. 
Only three or 25 per cent of the Group I schools taught retail selling. 
Analysis of the retail sell ing enrollment reveals the following ratios: 
typewriting, 29 to one; bookkeeping, 28 to one; aild shorthand, 19 to one. 
The num.ber of boys and girls who took retail selling was equally divided. 
However, 256 boys and 68 girls were enrolled in salesmanship. 
The number of students enrolled in Group I merchandising courses 
was 254. Boys numbered 216 compared to only 38 girls. Five of the 
Group I schools were recorded as teaching merchandising courses. This 
is a large figure in comparison to the three schools which were 
teaching retail selling. 
Of the 12 Group II schools to which the inquiry blanks were sent, 
eight returns were received. Hence, the statistics of Table VII wer e 
based on eight schools. 
Four of the 22 subjects under consi deration attained a 100 per cent 
frequency rating. Eight schools were teaching bookkeeping, economic 
geography, office machines, alld typewriting. The respective enrollments 
in these subject s were 2,101, 1,908, 1,271, and 3,400. Seven out of the 
eight schools reported the teaching of shorthand. The total Illllllber of 
shorthand students enrolled in the seven Group II schools was 21 046. 
On the other hand, observation of the relative standing of the 
distributive subjects reveal the following facts: Four of the eight 
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TABLE VIII 
THE RELATIVE STANDING OF BUSINESS A1ID RETAIUNG SUBJECTS 
GROUP III SCHOOLS 
Subject Schools Teaching Subject Boys Girls 
Bookkeeping 9 362 1.253 
Business Arithmetic 9 245 847 
Business English 6 201 962 
Business Law 9 366 506 
Business Organi za ti on 1 43 23 
Consumer Education 2 19 63 
Economic Geography 7 205 374 
Economics 6 197 246 
Geooral Business Training 3 98 200 
O:ffice Machines 5 31 345 
O:ffice Practice 8 53 400 
Shorthand 9 61 1,136 
Typewriting 9 563 2,509 
Retailing Subjects: 
I 
Advertising 2 37 60 
Color., Line, a..nd Design 1 0 12 
Marketing 0 0 0 
Merchandising 1 0 12 
Non-Te:rtiles 0 0 0 
RetailiDg 0 0 0 
Retail Selling 2 16 34 
Salesmanship 4 63 86 
Textiles 0 0 0 
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Total 
1.615 
1,092 
1.,163 
872 
66 
82 
579 
443 
298 
376 
453 
1.,197 
3,0'72 
97 
12 
0 
12 
0 
0 
50 
149 
0 
Group II schools taught color, line, and design and salesmanship. This 
represe.Dts 50 per cent of the returns. 
The four Group II schools which taught salesmanship had 106 students 
enrolled. Although one-half of the schools taught salesmanship, the 
number of students enrolled was 5.24 per cent of bookkeeping, 5.79 per 
cent of econcnnie geography, 8.66 per cent of office machines, and only 
3.24 per cent of those enrolled in typewritiDg. 
All the facts tend to point to the conclusion that salesmanship 
does not have the same relative standing in the school ourriculum. as 
same of the established business subjects. 
The enrollment in distributive subjects of Group II schools 
according to sex were as follows: two schools taught advertising 
1fi th an enrollment of seven boys and 40 girls; three schools lVhich 
taught merchandising had 12 boys and 45 girls; the one school which 
taught non-textiles had no boys, but 25 girls enrolled, the two 
schools which taught retailing had six boys and 34 girls; the two 
schools which taught retail selling had seven boys and 40 girls; the 
frur schools lri:dch taught salesmanship had 50 boys and 56 girls; and 
the three schools which taught textiles had 12 boys and 45 girls 
enrolled. 
It is apparent from the above figures that in all cases more 
girls than bqys were enrolled in retailing subjects. An almost even 
distribution of boys aDd girls were enrolled in the salesmanship 
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TABLE IX 
THE RELATIVE STANDING OF BUSINESS AND RETAILING SUBJECTS 
GROUP IV . SCHOOLS 
Subject Schools Teaching Subject Boys Girls 
BookkeepiDg 5 235 472 
Business Arithmetic 4 81 126 
Business English 2 20 99 
Business Law 5 266 315 
Business Organization 2 28 76 
Consumer Education 2 42 130 
Economic Geography 5 189 272 
Economics 5 119 189 
General Business Training 1 20 90 
Office Machines 3 10 72 
Office Practice 5 10 154 
Shorthand 5 23 408 
i'ypewri ting 5 263 854 
Retailing Subjects: 
Advertising 1 19 50 
Color, Line, and Design 0 0 0 
Marketing 0 0 0 
Merchandising 0 0 0 
Non-Terti les 0 0 0 
Retailing 0 0 0 
Retail Selling 0 0 0 
Salesmanship 1 19 50 
Textiles 0 0 0 
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Total 
707 
207 
119 
581 
104 
172 
,61 
308 
110 
82 
164 
431 
1.117 
69 
0 
0 
0 
0 
0 
0 
69 
0 
courses. Almost .four times more :girls than boys were enrolled in 
textiles, and almost six times more girls than boys were enrolled in 
retailillg. 
Of' the · 15 Group III schools to which inquiry blallks were mailed 
mne returns were received. This was equivalent to a 60 per cent 
return on inquiry blallks of' Group III schools. The statistics of' 
Table VIII were based upon nine schools. 
Five of' the 22 subjects under consideration attained a 100 per 
cent f'requenoy rating. Nine schools taught bookkeeping, business 
ari thm.etic, business law, shortha.Dd, aild typewriting. The respective 
enrollments in these subjects were 1,6156 1 1 092, 872, 1,197, and 36 072. 
Eight schools taught o.f'.f'ice practice. Four hundred and f'i.f'ty-three 
students enrolled in this subject. Five hundred and seventy-mn.e 
students enrolled in economic geography. This subject was taught in 
seven Group III schools. Six schools taught business English, in 
which 1,163 students were enrolled, while six schools taught 
economics which had 443 students. Five schools taught o.f'.f'ice machines; 
three schools taught general business traiz:d.:ng; two schools taught 
consumer education; and one school taught business orgaz:d.zation. 
In contrast to the above Dine regular business subjects of' Group 
III schools, a de.f'imte scarcity of' schools teaching dif'.f'erent 
retailing subjects existed. Hence, in comparison to the students 
enrolled in the regular business subjects, very .f'ew students were 
enrolled in the di.f'.f'erent retailiEg subjects. 
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TABLE X 
THE RELATIVE STANDING OF BUSINESS AND RET.AIUNG SUBJECTS 
GROUP V SCHOOlS 
Subject Schools Teaching Subject Boys Girls 
Bookkeeping 8 164 360 
Business Arithmetic 4 72 227 
Business Ellglish 5 169 439 
BusiD.ass ·Law 6 109 175 
Busi:ness Organization 2 42 37 
Consumer Education 2 54 40 
Economic Geography 3 169 191. 
Ecooomics 4 108 154 
General Business Training 5 101 197 
Office Machines 5 30 129 
Office Practi oe 7 3 198 
Shorthand 8 7 386 
Typewriting 8 435 1,153 
Retailing Subjects: 
Advertising 0 0 0 
Color, Line, and Design 0 0 0 
Marketing 1 6 10 
Merchandising 0 0 0 
Non-Terliles - 0 0 0 
Retailing 0 0 0 
Retail Selli:Dg 0 0 0 
Salesmanship 4: 59 65 
Terliles 1 0 15 
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Total 
524 
299 
608 
284 
79 
94 
360 
262 
298 
159 
201 
393 
1,588 
0 
0 
16 
0 
0 
0 
0 
124 
15 
No Group III schools taught' marketiDg~ non-textiles, retailing or 
textiles. 
Salesmanship was taught in four of the Dine Group III schools. The 
total enrollment was 149 students, 63 boys and 86 girls. About 44 per 
cent of the nine Group III schools taught salesmanship. 
More than 10 times as many students were enrolled in bookkeeping 
as were enrolled in salesmanship in Group III schools. Only five per 
cent as many students chose salesmanship as chose typewriting. About 
four times as many students studied ecollOmic geography as studied 
salesmanship. 
Table III indicated that 3,533 student business majors enrolled 
in Group III schools, while Table VIII indicated that 3,072 students 
were enrolled in typewriting courses. 
The above figures revealed the popularity of typewriting. The 
149 salesmanship students of Group III schools fell into insignif'icanoe 
when compared with the 3~533 students who were enrolled as business 
majors of Group III schools. The DUmber of student business majors 
was 22 times greater than the number of students enrolled in 
salesmanship. Salesmanship stude:ots constituted four per cent of 
the business curriculum. 
Table II iDdicated that 9,644 students were enrolled in Group III 
schools. Approximately one out of every three students of Group III 
schools were studying typewriting. On the other hand, about one out 
of every 64 students of all Group III schools of this study were taking 
courses in salesmanship. 
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TABI.E XI 
THE RELATivE STANDING OF BUSINESS AND RETAILING SUBJECTS 
GROUP VI SCHOOlS 
Subject Schools Teaching Subject Boys Girls 
Bookkeeping 14 264 766 
Business Arithmetic 10 195 304 
Business EDglish 4 67 165 
Business Le.w 6 73 129 
Business Orga.ni zati on 3 27 33 
Consumer Education 4 73 73 
Economic Geography a 179 271 
Economics 5 118 119 
General Business Training 4 74 88 
Office Machines 4 5 96 
Office Practice 6 5 113 
Shorthand 14 58 697 
Typewriting 13 373 1,416 
Retailing Subjects: 
Advertising 0 0 0 
Co lor, Line, and Design 0 0 0 
Marketi.:ag 0 0 0 
Merchandising 0 0 0 
Non-Textiles 0 0 0 
Retailing 0 0 0 
Retail Selling 0 0 0 
Sa 1e srn.a.nshi p 3 42 67 
Textiles 0 0 0 
65 
Total 
1,030 
499 
232 
202 
60 
146 
450 
237 
162 
101 
118 
755 
1,789 
0 
0 
0 
0 
0 
0 
0 
109 
0 
Reference to T&,.le VIII showed that two Group III schools taught 
advertising. The total enrollment was 97 students. Thirty-seve~ males 
and 60 females were enrolled in advertising. Two Group III schools 
taught retail selling. The total anrolhnent was 50 students. The 
breakdown, according to sex, revealed 16 boys and 34 girls. Twenty-two 
per cant of the nine Group III schools taught retail selling. About 
61 times more students were enrolled in typm~iting than were enrolled 
in retail selling. 
Only one Group III school taught color, line, and design, and one 
school taught merchandising. Each school carrying these subjects had 
no boys enrolled, but each school had 12 girl students. 
A critical analysis of Tables VI, VII, and VIII bore ou.t the fact 
that the e~ronment of the school determined the popularity of retailing 
subjects. In general, the larger the city in which the school was 
loca·bed, the more prevalent was the teaching of distributive subjects 
and the grea·ber was the student enrollment. 
For example, Table VI showed that all except one Group I school 
taught one or more retailing subjects. Table VII indicated that all 
Group II schools taught from one to four retailing subjects. Table 
VIII revealed that four of the nine Group III schools taught no 
dis·tri butive subjects. The range of the remaining five retailing 
subjects was from one to four. A lesser number of students were 
enrolled in retailing subjects in Grade IV schools than were enrolled 
in Group III schools. Seven of the nine retailing subjects were not 
taught by e.DiY of the five Group IV schools from which returns were 
received. One Group IV school ta.ught !~l!IJ.smanship 1 the enrollment 
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TABLE· XII 
THE REL..A.TIVE STANDING OF BUSINESS ~""D RETAIUNG SUBJECTS 
GROUP VII SCHOOLS 
Subject Schools Teaching Subject Boys Girls 
Bookkeeping 26 267 679 
Business A.ri thmetic 20 212 441 
Business English 7 73 322 
Business law 11 65 160 
Business Organization 3 25 46 
Consumer Education 3 27 22 
Economic Geography 12 177 274 
Economics 10 138 172 
General Business Training 14 232 394 
Office Machines 7 3 145 
Office Practice 16 17 245 
Shorthand 24 41 728 
Typewriting 25 618 1,627 
Retailing Subjects: 
Advertising 1 10 15 
Color, Line, and Design 0 0 0 
Marketing 0 0 0 
Merchandising 0 0 0 
Non-Textiles 0 0 0 
Reta.i ling 0 0 0 
Retail Selling 0 0 0 
Sale sm.anship 5 32 54 
Textiles 0 0 0 
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Total 
946 
653 
395 
225 
71 
49 
451 
310 
626 
148 
262 
769 
2,245 
25 
0 
0 
0 
0 
0 
0 
86 
0 
l:iei:ng 69 students. The same school also taught advertising. Sixty-nine 
students enrolled in advertising. In other words, only one out of the 
five Group IV schools taught retailing subjects. 
Of the 10 Group IV schools to whioh inquiry blanks were mailed, 
five returns were received. Seven of the 22 subjects under consideration 
attained a 100 per cant frequency rating. These subjects were bookkeeping, 
business law, economic geography, economics, office practice, shorthand, 
and. typewriting. 
There appears to be a normal relative decrease in comparison to 
the first ~hree Groups, and there does appear to be a more normal ratio 
between the number of different subjects taught in the number of different 
Group IV schools. 
For example, besides the five schools which taught bookkeeping, 
business law, economic geography, economics, office practice, shorthand, 
and typewriting; four of the Group IV schools taught business arithmetic; 
three schools taught office machines; two schools taught business 
English, business organization and consumer education; and one Group IV 
school taught general busiDSss training. 
As pointed out above, the reduction in the number of schools which 
taught retailing subjects from Group III to Group IV appears to be 
marked and perhaps serious. 
Of the 15 Group V schools to which inquiry blanks were sent eight 
returns were received. Three of the nine retailing subjects were 
taught. Four of the eight Group V schools taught salesmanship. The 
total enrollment was 124 students. Marketing was taught by only one 
school and tl~t school had a total enrollment of 16 pupils. 
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TABLE ·XIII 
THE RELATIVE STANDING OF BUSINESS .AND RETAILING SUBJECTS 
GROUP VIII SCHOOLS 
Subject Schools Teaching Subject Boys Girls 
Bookkeeping 50 173 550 
Business Arithmetic 28 202 316 
Business English 7 76 308 
Business Law 16 109 162 
Business Organization 1 14 26 
Consumer Education 5 7 43 
Eoonomic Geography 15 149 198 
Economics 14 102 140 
General Business Training 28 205 317 
Of'fi ce Machines 8 17 56 
Of'fice Practioe 21 30 140 
Shorthand 48 83 677 
Typewriting 47 334 1,022 
Retailing Subjects: 
Adverbiaing 0 0 0 
Color, Line , and Design 1 0 1 
Marketing 0 0 0 
Mercha.ndi sing 0 0 0 
Non- Textiles 0 0 0 
Retailing 0 0 0 
Retai 1 Selling 1 11 9 
Salesmanship 1 6 17 
Te:rliles 0 0 0 
69 
Total 
723 
518 
384 
271 
40 
50 
347 
242 
522 
73 
170 
160 
1,356 
0 
1 
0 
0 
0 
0 
20 
23 
0 
Textiles was also taught by one school and here the enrollment was 15 
students. None of the eight Group V schools te.ught any of the follmvi:ug 
retailing subjects: advertisir~, merchandising, non-textiles, retailing, 
rete.il selling, textiles and the subject, color, line, and design. 
Of the 20 Group VI schools to which the inqui~- blanks were sent, 
14 or 70 per cent ·of the returns were received. Two of the 22 subjects 
under consideration attained a 100 per cent frequency. Fourteen schools 
were teaching bookkeeping and shorthand. The respective enrollments were 
1,030 e.nd 755 students. Third in order was the t eaching of business 
arithJmetic by 10 Group VI schools. 
The order of distribution of the remaining subjects were: economic 
geography, eight schools; business law and office practice, six schools; 
econorracs, five schools; business English , consumer education, general 
business training, and office machines, four schools; and business 
organizat ion was taught by three schools. 
The above figures were given in contrast to only one di stributive 
subject which was taught by the Group VI schools. Only thr ee, or 21 .. 43 
per cent of the Gr oup VI schools taught salesmanship. The t otal 
enrollment in se.les:ma.nship was 109. Forty-two boys and 67 girls chose 
thi s subject. Hence, not one of the Group VI schools taught adverti si ng , 
marketing~ merchandising, non-textiles, retailing, r etai l selling, textiles, 
or the subj ect, color, line, and design. 
Group VI schools were those secondary schools which were located in 
cities whose populations ranged from 10,000 people to 15,000 people. 
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T.A.BtE XIV 
FREQUENCY OF BUSINESS SUBJECTS T.AJJGHT 
Number of 
Subject Schools 
Bookkeeping 132 
Typawri ting 127 
Shorthand 127 
Business Arithmetic 92 
Office Practice 76 
Business Law 70 
Eoonamio Geograpey 68 
General Business Trai:ain.g 61 
Eoonomios 57 
Office Machines 48 
Business English 46 
Salesmanship 28 
Consumer Education 24 
Business Orga.Dization 21 
Advertising 11 
Merchandising 9 
Color~ Line, and Design 8 
Retail Selling 8 
Textiles 7 
No~Textiles 3 
Marketing 3 
Retailing 3 
Frequency 
Order 
1 
2 
2 
3 
4 
5 
6 
7 
8 
9 
10 
11 
12 
13 
14 
15 
16 
16 
17 
18 
18 
18 
Per Cent 
Rating 
98.51 
94.48 
94.48 
68.66 
56.72 
52.24 
50.75 
45.53 
42.54 
34.33 
20.90 
17.91 
15.67 
8.21 
6.72 
5.97 
5.97 
5.22 
2.24 
2.24 
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Schools which a re located in towns whose population range f r om 10,000 
to 15,000 are not expected t o be ultra r ich in retailing subjects , 
but that only one out of the nine retailing subjects was taught , i s 
indeed far below expectations . 
Table XII i ndicates that only two retai ling subject·s wer e 
taught i n Group VII schools. One school taught advertising. Ten 
boys and 15 girls were enroll~d . Five schools taught salesmanship. 
The enrollment consi sted of 32 boys and 54 girls. None of the 
fo llowing subjects were t aught : marketing , merchandising, non- texti les , 
reta.i l i ng, retail selling, textiles , and the subject , color, line, and 
design. 
As evidenced by Table XIII .one school taught col or, line, and 
design t o only one student. One Gr oup VIII school taught r etail selling 
w~ich had a total enrollment of 20 students . Another Gr oup VIII school 
t aught salesmanship and had 23 students enrolled. 
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TABLE XY 
ENROLlMENT IN BUSINESS SUBJECTS 
Subject Boys Girls Total 
Typewriting 3,826 13,563 17,389 
Bookkeeping 3,757 7,625 11,382 
Shorthand 554 7,219 7 ,77?3 
Business English 2,152 4,602 6,754 
Economic Geography 2,503 3,250 5,753 
Business Arithmetic 2,245 3,420 5,665 
Busines a Law 1,859 2,331 4,190 
Off'ice Machines 414 2,734 3,148 
Office Praotioe 327 2,731 3,058 
Economics 1,370 1,487 2,857 
General Business Traiiling 1,123 1,564 2,687 
Consumer Education 427 856 1,283 
Salesmanship 527 463 990 
Business Organization 437 393 830 
Advertising 249 196 445 
Merchandising 228 95 323 
Retail Selling 91 134 225 
Textiles 50 98 148 
Color., I.d.ne, and Design 20 99 119 
Non-Textiles 7 62 69 
Marke'bing 13 50 63 
Retailing 13 49 62 
Table XIV sets forth .- tha 22 business subjects in order of the 
number of schools which taught those subjects. Bookkeeping was taught 
by 132 of the 134 schools of this study9 and hence holds first rank of 
the 22 business subjects. Thus, 98.51 par cent of the schools of tlus 
study taught bookkeeping. 
On the other extreme~ re.nking 18th in popularity or importance~ 
ware non-textiles, marketing~ and retailing. Each of these subjects 
were taught in three of the 134 schools of this study. In other words• 
2.24 par ceiJt of the schools taught non-textiles, marketing, and 
retailing. 
Salesmanship ranked 11th in importance. Twenty-eight or about 
21 per cant of the schools of this study taught salesmanship. 
Salesmanship ranked f'irs·b in importance of the distributive subjects 
of this study. The rest of the distributive subjects according to 
rank were as follows: advertising, 14; merchandising, 15; color, line, 
and design and retail selling, 16; textiles, 17; non-textiles, marketing, 
and retailing~ 18th in rank. 
The figures of Table XIV defiDi tely indicate that the retailing 
subjects were on the bottom rung of the ladder and have not as yet 
been accepted as important as same of the other subjects which have 
been in the business curriculum for many years. Chapters I and II 
brought out the fact that a definite and strong need for students 
trained and educated in retailing subjects existed. The latter part 
of the study attempted to show what the schools were trying to do to 
meet the needs. 
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TABLE XVI 
ADVERTISING IN THE SCHOOL PROGP..AM 
NtUilber of Meetings School Semesters 
Group Schools Per Week Grade Taught 
I 1 1 12 1 
1 2 12 1 
1 4 12 1 
2 5 12 1 
II 2 2 12 2 
III 1 5 10 2 
1 5 12 2 
IV 1 6 11 1 
v 0 0 0 0 
VI 0 0 0 0 
VII 1 4 12 1 
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TABU: XVII 
COLOR, UNE, .AND DESIGN 
IN THE SCHOOL PROGRAM 
Number o:r Meetings School Semesters 
Group Schools Per Vfeek Grade Taught 
I 1 2 12 2 
1 2 12 1 
II 3 2 12 2 
III 1 2 9 2 
VIII 1 1 11 2 
Tables XVI through XXIV present the nine di stri buti ve subjects in 
their school program settings according to meetings per week, school 
grade in which taught, and the num.ber of semesters taught. Only the 
group schools which taught the subjects are indicated. 
Table XVI indicates the number of groups which taught advertising 
and the number of schools of those groups which taught advertising. The 
five Group I schools which had advertisir..g taught that subject in the 
12th-grade and all five Group I schools taught advertising for o1w 
semester. One school met once a week, another met twice a week, the 
third met four times each week and tv1o schools met five times each week. 
The two Group II schools taught advertisi!~ in the 12th year, 
two semesters and the classes met tWice, a week. 
Two Group III schools taught advertising two semesters five times 
each week, but one school taught advertising in the loth grade while 
another taught the subject in the 12th grade. 
Group 
II 
v 
TAJ3LE XVIII 
MARKETING IN THE SCHOOL PROORAM 
Number of 
Schools 
2 
1 
Meetings 
Per Week 
2 
2 
Scb.ool 
Grade 
12 
12 
Semesters 
Taught 
2 
2 
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One Group IV school taught advertising in the 11th grade one 
semester, and met five days each week. One Group VII school taught 
advertising in the 12th year one semester aDd met four times each week. 
Col or, line, and design was taught by a total of eight schools. 
The two Group II schools taught color, line, and design in the 12th 
year and met two times each week. One school taught the subject for 
one semester while the other Group I school taught the subject for 
two semester1. 
Three Group II schools taught color, line, and design in the last 
year two semesters , and met twice each week. The fourth Group II school 
also met twice a week and the subject was taught in the last year five 
times each week. 
One Group VIII school taught color , line , and design in the 11th 
year and met once each week. 
TABLE XIX 
MERCHANDISING I H THE SCHOOL PROGRAM 
Number of Meetings School Semesters 
Group Schools Per Week Grade Taught 
I 1 1 12 2 
1 4: 12 1 
1 4 11 2 
2 5 12 1 
II 3 2 12 2 
III 1 2 12 2 
One Group III school reported a course in retail selling in its 
curriculum before the last war, but during the war that course was 
discontinued. The school believed the course did not have any value 
after the war so it was discontinueda 
Mr. Higginbottom has referred to me your request for 
infor.mation about retailing in our school. 
I have completed the questiollll8.ire and am returning 
it with this let ter. 
You might be interested to know that before the last 
war, we had a course in retail selling. We discontinued 
tl:>is course during the war and since we did not feel the 
course had any real value , did not oontinue it after the 
war. 
Same of the schools were of the opinion that a negative reply to 
the inquiry blaiJks would be of little or oo value to this study. Far 
from it. As far as this stu~ was concerned a reply that a school 
was not teaching a certain retailing subject was just as important a B 
the reply that a school was engaged in teaching one or more retailing 
subjects. A reply, whether in the positive or the negative, helped to 
establish the relative standing of the retailing subjects . The following 
was a typical reply: 
Enclosed is a questionnaire which you asked that our school 
fill out. 
We do not have any courses in retailing, so our questionnaire 
probably is of very little value to you. 
The total enrollment as given on the questioilllSire is 
correct. 
If there is any further information which you desire, 
do not hesitate to write to me. 
The above reply was sent by a Group VII school which had a total 
school enrollment of 201. 
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T.ABLE XX 
NON-TEXTILES IN THE SCHOOL PROGRAM 
Number of 
Schools 
2 
1 
Meetings 
Per Week 
1 
2 
TABLE XXI 
School 
Grade 
12 
12 
RET.AIUNG IN THE SCHOOL PROGRAM 
Number of Meetings School 
Schools Per Week Grade 
1 5 11 
1 5 11 
1 2 12 
Semesters 
Taught 
1 
2 
Semesters 
Taught 
2 
2 
2 
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TABLE XXII 
RETAIL SELUNG I:N THE SCHOOL PROGRAM 
I 
Number of Meetings School Semesters 
Group Schools Per Week Grade Taught 
I 1 2 12 2 
1 5 12 1 
1 5 12 2 
II 2 2 12 2 
III 1 4 12 1 
1 5 12 2 
VIII 1 4 12 1 
Table XVIII illdioates that two Group II schools taught marketiDg 
in the last year, two semesters, and the classes met twice a week. One 
Group V school also taught the subject in the 12th grade, two semesters, 
e~d met twice each week. 
Table XIX shows that nine schools taught mercha.IJ.dising. One Group 
I school taught merchandising in the 12th grade, two semesters, and met 
once each week. Another Group I school taught merchandising in the 12th 
grade, one semester, four periods each week. The third Group I school 
taught merchandising in the 11th year, two semesters. four periods each 
week. Two Group I schools taught merchandising in the last year, one 
semester, five days each week. Three Group III schools taught 
merchandising in the 12th year, one semester, two periods each week. 
The one Group III school which taught merchandising, presented that 
subject in the last year, two semesters, twice each week. 
According to Table XX, three schools taught non-textiles. Two 
Group I schools taught non-textiles in the 12th year, one semester, 
one day a week. The one Group II school taught non-textiles in the 
last year, two semesters, two periods a week. 
Table XXI indicates that one Group I school taught retailing in 
the 11th year, two semesters, five periods a week. One Group II school 
taught the subject in the 11th year, two semesters, five times a week. 
The second Group II school taught retailing in the 12th year, two 
semesters, twice each week. 
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TABLE mii 
SALESMA11SHIP IN THE SCHOOL PROGRAM 
Number of Meetings School Semesters 
Group Schools Per Week Grade Taught 
I 1 1 12 2 
1 5 11 1 
2 5 12 1 
2 5 12 2 
II 1 2 12 2 
1 3 12 2 
2 4 12 1 
III 1 3 11 2 
1 5 10 2 
1 5 11 2 
1 5 12 1 
IV 1 5 11 1 
v 2 4 12 2 
1 5 12 1 
1 5 12 2 
VI 1 5 11 1 
2 5 12 1 
VII 1 4 12 l 
1 5 11 l 
3 5 12 1 
VIII 1 4 10 1 
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The eight schools which taught retail selliDg presented that subject 
in the senior year of high school. One Group I school taught retail 
selling, two semesters, twice each week. The second school taught the 
subject, one semester, but five times each week. The third Group I 
school taught retail selling, two semesters, five times each week. 
Two Group II schools taught retail selliDi, two semesters, twice 
a week. One Group III school taught the subject, one semester, four 
times a week. The second Group III school taught retail selling, two 
semesters, five days a week. The one Group VIII school which taught 
the subject presented it for one semester, four times a week. 
Table XXIII iDdicates 28 schools taught salesmanship. The statistics 
of the Group I schools were as follows: All the group I schools except 
one taught salesmanship in the last year. The exception taught the 
subject in the 11th year, two ~emesters, five times a week. One of 
the Group I schools taught salesmanship, two semesters, once a week. 
Two Group I schools taught salesmanship, one semester, five days a 
week. Two Group I schools taught salesmanship, two semesters, five 
times a week. 
One Group III school taught salesmanship in the 11th year, two 
semesters, three periods a week. Another Group III school taught the 
subject, two semesters, in the lOth year five periods a week. The 
third school taught the subject in the 11th year, two semesters, five 
times a week. 
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TABLE XXIV 
TEXTILES IN THE SCHOOL PROGRAM 
Number of Meetings School Semesters 
Group Schools Per Week Grade Taught 
I 1 2 12 1 
1 2 12 2 
1 4 11 2 
II 2 2 12 1 
1 2 12 2 
v 1 5 11 2 
Most of the schools of Group IV through Group VIII taught salemnanship 
in the 12th year, one semester, and met five times each week. 
Table XXIV indicates that seven schools taught textiles in the 
school prog~. One Group I school taught textiles in the last year, 
one semester, two meetings per week. The second Group I school also 
taught textiles in the senior year, but this school taught the subject 
two semesters, also two times a week. The third Group I school taught 
textiles in the 11th year, two semesters, four times a week. 
One Group II school taught textiles in the 12th year, one 
semester, two meetings each week. The second school also taught the 
subject in the last year, two semesters, and had two meetings a week. 
The one Group V school taught textiles in the 11th year, two semesters, 
five days a week. 
TABLE x:£)1 
THE NUMBER OF YEARS THAT RETAIUNG SUBJECTS WERE TAUGHT 
Subject 
Advertising 
Color :1 Line :1 
and Design 
Marketing 
Mer chandising 
Non-Textiles 
Retailing 
Salesmanship 
Textiles 
1 2 3 
2 1 
1 1 2 
2 
1 2 
1 
2 2 
1 
4 5 6-10 11-25 
1 2 2 
1 2 1 
1 
2 1 
1 1 1 
1 1 
3 2 6 10 
2 2 2 
Over 
25 
1 
1 
3 
Table XXV presents a histolJr of the various retailing subjects by 
iDdicating the number of years those subjects were taught. For example. 
two schools taught advertising for one year; one school taught advertising 
for two years; one school taught advertising for four years; two schools 
taught advertising for five years; tv;o schools taught advertising from 
six to 10 years; two schools taught advertising from 11 to 25 years; 
and one school taught advertising over 25 years. Of the 28 schools which 
taught salemruanship between 11 and 25 years, 10 taught salesmanship. 
This indicates that salesmanship was one of the earliest retailing 
subjects taught in the secondar.y &ystem of Massachusetts. 
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TABLE XXVI 
USE OF RETAIL MODEL SHOP IN SCHOOL 
Group : Use Made of No Use Made of Schools Which Had 
School Model Shop Model Shop No Comment 
I 1 10 1 
II 1 7 0 
III 0 9 0 
IV 0 5 0 
v 0 8 0 
VI 0 13 1 
VII 0 24 2 
VIII 0 47 5 
Total 2 123 9 
Table XXVI shows the milli.mum amount of practical work which students 
were securing in retailing subjects . Even the most simple type of r etail 
model shop would stimulate students to think and act along regular 
channels of actual business conditions . A retail model shop would cause 
the students to under stand some of the problems which were met in the 
field of retailing and not only have the theory concept . 
Tabl e XXVI indicates t hat only two of the 134 schools of this 
survey had retail model shops in operation. No use was made of any 
retail model shop by 123 schools and nine schools did not make any 
comment upon thi s matter. 
' '!/ 
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TABLE XXVII 
SCHOOLS ~CH OPERATE A PART-TI1ffi 
COOPERATIVE RETAIUNG PROGRAM UNDER PROVISION OF THE 
GEORGE-BARDEN AQT 
Group School 
I 
II 
III 
IV 
v 
VI 
VII 
VIII 
Total 
Schools Operating Under 
George-Barden Act 
3 
0 
0 
0 
0 
0 
0 
7 
Of ~he 134 returns of this study, seven schools indicated they wer e 
operating a part-time cooperative retailing program under the pr ovisions 
o£ the George-Barden Act . 
Harold E. Shapiro' s study was based on 10 schools in Massachusetts 
which carried on cooperative retail selling programs. At the time hi s 
study was made, only 12 secondary schools in Massachusetts were engaged 
i n carrying out the programs. · The latest study on part-time cooperative 
retailing by Mauriello, stated that 16 schools in Massachusetts were 
operating under the George-Barden Act. Four Gr oup I schools and t hree 
Gr oup II schools indicated that they were operating a part - t i me cooperati ve 
retai ling program under provision of the George-Barden Act. One hundred 
sixteen schools stated t~~t they did not operate under t he George-Barden 
Act, and 11 schools did not make any COI!mlents. 
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TABLE XXVIII 
SCHOOLS 1'VEICH OPERATE INDEPENDENT 
COOPERATIVE RET.AIUNG PROGRAMS 
Schools Operating Schools Not Operating No 
School Independent Programs Independent Programs Comment 
I 2 8 2 
II 0 6 2 
III 2 7 0 
IV 0 5 0 
v 0 8 0 
VI 0 13 1 
VII 0 25 1 
VIII 0 46 6 
Total 4 118 12 
Table XXVII indicates that four Group I schools were operating 
under the provisions of the George-Barden Act, while Table XXVIII 
shows that two Group I schools were operating their own independent 
cooperative retailing programs. Thus, 50 per cent of the Group I 
schools of this study operat~~ cooperative retailing programs. 
No Group II schools were operating independent cooperative 
' 
retailing programs. However, two Group III schools operated 
independent cooperative retailing programs. 
One hundred and eighteen schools operated independent cooperative 
retailing programs, while 12 of the 134 schools did not roake a.ny connnents 
on their returns. The total number of schools of this study which were 
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operating cooperative retailing programs was 11. 
Although none of the Group V schools indicated operating under the 
George Barden Act~ or operating independent cooperative retailing programs 6 
at least one of the eight Group V schools was conducting a modified 
cooperative retailing program. The head of the business department of 
this Group V school wrote as follows: 
We do not teach a.rry courses in distributive education. 
The Guidance and Vocational Officer has arranged to have 
different local retail merchants speak before interested 
!;roups. We have about 30 pupils employed part-time in 
local grocery, specialty shops~ and department stores. 
There6 employment is made through the school~ but we do 
not have any part in the direction of this work. The 
Guidance Officer follows-up the pupils for his records 
and his information. 
The inquiry blank which was filled out by the above school indicated 
that absolutely no courses in distributive education were taught. This 
school had a total enrollment of 524 pupils. of which 326 students were 
majoring in business. 
Two hundred and sirly-oue students were enrolled in typewriting~ 
130 pupils in economic geography~ and 74 students in consumer education. 
Yet not one student was enrolled in salesmanship or in any other 
retailing subject. 
Despite the fact that no distributive educa·tion subjects were being 
taught~ some form of cooperative training was taking place. However. the 
teaching was accomplished by merchants who were guest speakers for 
interested groups. The part-time work of the students was not coordinated 
by the school nor did the school have any authority to direct the work. 
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One of the Group II schools which had dropped its cooperative 
retailine program during the war, reorganized that program in September, 
1947. One group trained for grocery store work, ·wh.ile another prepared 
i tself for department store work: 
••••• High Schoo l this past September reorganized its course 
in the field of distributive occupations. This is the regula.r ly 
approved course of t he State Department of Education, under the 
provisions of the George-Barden Act. It is a one year course 
for seDiors on a cooperative basi s , 50 per cent of the time 
being devoted to school subjects and 50 per cent to actual 
work in local stores. I suggest the.t if you have not already 
done so, you call upon Mr. Harold Shapiro, Supervisor of 
Distributive Oc cupation! at the State Department of Education, 
Newbury Street, Boston, Massachusetts. 
We ran siil"ilar courses previous to the war, but the demand 
for such work dropped a s soon a s the war started. One grc:up 
was trained specifically for grocery stores and especially for 
meat-cutting; another group the following year was wholly in 
the field of department store work. Our present group numbers 
18, 14 boys and four girls. 
It is obvious from the above letter that the need for properly 
educated and trained students in retailing greatly declines during war 
periods, and, declines perhe.ps , during high price level periods. The 
opposite appears to be true: the need for properly educated and trained 
students in retai lir..g appears greater during low price level periods or 
depressions. 
Unl ike the above informative letter, some schools, due to the 
pressure of work were for ced to give the following reply: 
Due to the pressure of activity, and to the unusually large 
quantity of questiol111!l.ires which come to my office, I am forced 
to refuse to answe r your form. This is a policy which I'm 
following with regard to most students, or thesis-type 
questionnaires being sent to me. 
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TABLE XXIX 
SCHOOLS WHICH HAVE ATTEMPTED TO 
ORGANIZE PART-TIME COOPERATIVE RETAILING PROGRAMS 
Group Schools Which Attempted To Schools Which Did fiot Try No 
School Organize A Cooperative To Organize A Cooperative Co.mm.ent 
Retailing Program Retailing Program 
I 3 2 1 
II 2 2 4 
III 0 7 2 
IV 0 5 0 
v 2 5 1 
VI 0 11 3 
VII 1 22 3 
VIII 3 43 6 
The above Table indicates that a total of 11 schools at one time 
had actually tried to organize same type of part-time cooperative 
retailing program. It is of great interest to observe that three of 
the schools were Group VIII schools. 
One of the three Group I schools which had attempted to organize 
a program had at one time succeeded, but the following situation 
prevailed in the year of 1947: 
Our cooperative retailing program was a good one while 
youngsters were available for courses offered. However, because 
of the recent demands for help in all fields of work, most business 
houses did not require a retail selling background as pre-requisite 
to employment. Doubtless, the cooperative retailing program will 
be resumed when young people find fewer work opportunities available. 
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TABLE XXX 
SCHOOLS WHICH HAVE DEFINITE PLANS TO 
ORGANIZE pART-TIME COOPERATIVE RET.AIUNG PROGRAMS 
Schools V'v'bich Plan to Schools With No Plans 
School Organize A Cooperative To Organize A Cooperative 
Retailing Program Retailing Program 
I 1 0 
II 1 4 
I II l 6 
IV l 4 
v 1 'l 
VI 0 13 
VII 0 24 
VIII 0 47 
Total 5 105 
Table XXX indicates that in 1947-1948, five schools had 
plans to orgrurize a part- time cooperative retailing program. 
No 
Cormnent 
11 
3 
2 
0 
0 
1 
2 
5 
24 
definite 
Table XXVII indicates that f our Group I schools were operating 
under the George-Barden Act . Table XXVIII indicates that two Group I 
schools were operating independent programs . Table XXIX indicates 
that three Group I schools had attempted, or at one time had opera-bed 
part-time cooperative retailing programs . The above table indicates 
that one Group I school had definite plans to organize such a program. 
Thus , six Group I schools were operating cooperative programs• three 
schools attempted, and one school had defin:i. te plans . 
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TABLE XXXI 
SCHOOLS lNBICH ARE IN FAVOR OF ORGANIZING 
PA.."R.T-TIME COOPERA.TIVE RETAIUNG PROGRAMS 
Schools ~Vhich Favor Schools Which do not Favor No 
School Organizing a Cooperative Organizing a Cooperative Ccr.ro:rnent 
Retailing Program Program 
I 4 2 6 
II 4 2 2 
III 4 3 2 
IV 1 3 1 
v 3 5 0 
VI 1 12 1 
VII 5 17 4 
VIII 6 38 8 
Total 28 82 24 
A to·tal of 28 schools were in favor of establishing part-time 
cooperative retailing programs . Eighty-two schools were not in favor 
of organizing the cooperative retailing programs~ and 24 schools did 
not voice a.Dy comments. 
Six of the schools which favored the organizing of cooperative 
retailing programs were Group VIII schools. One of the methods to 
substantiate this figure will be that of determining whether or not 
those six Group VIII schools feel tha·!:; a definite need exists to 
carry on such programs. 
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TABLE XXXII 
SCHOOLS WEICH STATE THAT A NEED EXISTS 
TO ORGANIZE PART-TIME COOPERATIVE RETAILING PROGRAMS 
Group Need Expressed To Organize 
School A Cooperative RetailiDg 
Program 
Schools Which Expressed 
No Need To Organize A 
Cooperative Program 
I 1 3 
II 2 2 
III 3 5 
IV 2 3 
v 3 3 
VI 0 0 
VII 5 16 
VIII 4 40 
Total 20 72 
No 
Comment 
8 
4 
1 
0 
2 
14 
5 
8 
42 
Twenty schools (excluding seven schools which operated under the George-
Barden Act and four schools which operated under their own independent 
systems) actually felt a definite need to organize part-time cooperative 
retailing programs. 
Oddly enough, nine of the 20 schools which felt this need were Group 
VII and Group VIII schools. Five Group VII schools and four Group VIII 
scl~ols stated the need for organizing the cooperative programs. However, 
it was difficult to deterrlline the s·brength of the needs of Group VII schools 
which were located in communities of population from 51 000 to 10,000 and 
the strength of the needs of Group VIII schools which were located in 
communities of from 1,000 to 5,000 people. 
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School 
I 
II 
III 
IV 
v 
VI 
VII 
VIII 
TABLE ·XXXIII 
THE NUMBER OF YEARS "WHICH THE P.ART-TIME 
COOPERATIVE RETAIUJ!JG PROGRAMS HAVE BEEN ACTIVE. 
under George-Barden 
Act 
1 School., 4 Years 
2 Schools, 6 Years 
1 School, 12 Years 
1 School, 1 Year 
1 School, 5 Years 
1 School, 7 Years 
0 
0 
0 
0 
0 
0 
Under Independent 
Plans 
1 School, 15 Years 
1 School, 25 Years 
2 Schools, 1 Year 
0 
0 
0 
0 
0 
The above Table gives the history of the seven schools operating 
UDder the George-Barden Aot and the four schools operating under 
independent sponsorship. One Group II school was in operation for as 
little as one year, while a Group I school had been active for 12 years. 
The aver~ge number of years which each school was operating under the 
George-Barden Act vms seven years. 
Two Group III schools which operated under independent sponsorsb~p 
were operatine only for one year, while one Group I school was active 
15 years, and another Group I school was active as many a s 25 years. 
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T.ABLE ·XXXIV 
TOTAL ENROLlMENT In PART-TIME COOPERATIVE 
RET.AILIHG PROGRAMS FROM 1943 THROUGH 1948 
Grou.p 
School 
1943 1944 1945 1946 1947 1948 Total 
I 60 70 54 47 58 73 362 
II 25 25 25 25 25 53 178 
III 0 0 0 0 0 19 19 
IV 0 0 0 0 0 0 0 
v 0 0 0 0 0 0 0 
VI 0 0 0 0 0 0 0 
VII 0 0 0 0 0 0 0 
VIII 0 0 0 4 6 8 18 
Total 85 95 79 76 89 153 577 
The above Table is by no mea11s complete since all 11 schools 
carryiDg on the cooperat ive retailing progrruns have not reported on 
student enrollment during the years 1943 to 1948. The above figures 
represent the returns of three Group I schools. two Group II schools. 
one Group III school, and one Group VIII school. 
The Group VIII school did not conduct its own part-time cooperative 
retailing, but had made arrangements to send a set number of students to 
a school where they were conducting such a program. 
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CHAPTER V 
SUID.iA.RY OF FINDINGS AND CONCLUSIONS 
In orde r to facilitate the understanding of the summary of finding s 
and conc lusions , the objectives of the study are presented here: 
1. To determine whether a justifiable need exi sts for the teaching 
of retailing i n the second&ry schools. 
2. To determine the status or popule.rity of retailing subjects as 
to (a) the types of retaili~ subjects which were taught, ( b ) 
the number of schools teaching those subjects, and (c) the 
number of students eP~olled in those subjects. 
3. To determine the sphere of activity of t he various retaili~ 
subjects by means of a survey of (a) the grade or grades in 
WPich they are taught, (b) the number of semesters those 
subjects were taught , and (c) the number of times each week 
the respective retai l ing subjects were taught. 
4. To determine the si gnificance of the number of high schools 
ope rating a part- time cooperative retaili~ program under the 
George-Barden Act, a.nd the number of schools which operate 
thei r own part-time cooperative retaili~ programs . 
5. To determine the trend of teaching retaili~ subjects i n t he 
seconde.ry s chool s of :Massachusetts. 
The inquiry blanks covered by the 134 of the 258 school s in 
Massachusetts are presented in the fo l lowing summary and conc lusions : 
1. A review of related literature and research indicates that a 
need exists for the teaclung of retailing subject s in the 
secondary schools of Mas sachusetts, as substantiated by the 
follovJing f acts: 
a . Eighty per cent of al l retail f ailure s i s due t o i nccmpetence. 
Much of the f ai lure can be eliminated by general and 
vocational training in r etailing subjects. 
b . More than 7, 500,000 people ar e engaged i n some phase of 
retailing. 
c. There a r e 1,770,355 retail houses i n the United States . 
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d. By 1942 the number of high school students enrolled in the 
part-time cooperative retailing program was only 13,000. 
e. About one out of ever,y eight gainfully employed workers 
is engaged in a distributive occupation. 
f. Although one out of every five of the high school population 
enters into the retailing field, the schools actually educate 
and train fewer than one out of 75 to render adequate and 
efficient service. 
g. During the past five decades the number of people employed 
in distributive occupations have increased more rapidly 
than in any other major occupational field. 
h. Thus far the average secondary school curriculum has not 
been developed, in general, to give preparatory training 
for beginning store service or other distributive 
occupations. 
2. The stenographic, bookkeeping, clerical and a few of the social 
business subjects are more popular in the school curriculum 
and have more students enrolled than the distributive or 
retailing subjects. The following figures attest to the 
above fact. 
a. The number of students enrolled in the 134 schools of 
this study was 68,921. When this figure was broken down 
according to sex, the total number was 33,348 boys and 
351 573 girls. The girls were in the majority by about 
20,000. 
b. The total number of business major students was 24,032• 
71 036 boys and 16,996 girls. More ·chan three times as 
many girls were enrolled as business majors than boys. 
The business students constituted about 35 per cent of 
the total enrollment of the schools of this study. 
c. Of the 134 secondary schools, 132, or 98.51 per cent 
taught bookkeeping. The total bookkeeping enrollment 
was ll,3821 3,757 boys and 71 625 girls enrolled. The 
number of students enrolled in bookkeeping made up 
16.29 per cent of the total school enrollment of the 
134 schools. The number of students enrolled in 
bookkeeping was almost one-ltalf as large as the total 
number of students enrolled as business majors. The 
number of girls studying bookkeeping was twice as 
great as the number of boys. 
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d. Three of the 134 schools reported the teaching of t he 
subject "retailing." Hence_, only 2.24 per cent of the 
schools of this research paper, provided education in 
retailing. Only 62 students were enrolled in re·caili:ng 
in com pari son with the 11,382 students who v1ere t aking 
bookkeeping. 
e. Only 28 or 20.90 per cent of the schools taught salesmanship 
in comparison with the 132 schoQls which were engaged in 
teaching bookkeeping. The total number of students t aking 
salesmanship was 990. Five hundred twenty-seven boys and 
463 girls were enrolled. 
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f. Eleven schools were teaching advertising, nine., merchandising; 
eight, color, line _, and design; eight , retail selling; seven, 
textiles; three, non.;.textiles; three , marketing; three, 
retai ling; 132 or 98.51 per cent of the schools were 
tee.ching bookkeeping; 127 or 94.48 per cent taught shorthand 
and typewriting; 92 schools_, business aritlnnetic; 76, 
office practice; 70, business law; 68, economic geography; 
61, general business training; 57, economics; 48, office 
1nachines ; 46., business English; 24_, consumer education; 
and 21 schools taught business organization. 
g. Of the 134 schools surveyed., 17 1 389 students were enrolled 
in typewri-!:;ing, 11 1 382 in bookkeeping, 71 773 in shorthand, 
6 1 754 in business . English, 5,753 in economic geography, 
5 1 665 in business arithmetic, 4,190 in business l aw, 
3~148 in office machines, 31 058 in office practice, 
2,857 in econonucs, 21 687 in general business training, 
1,283 in consumer education, 830 in business organization. 
On the other hand_, in the retailing field, 990 students 
were enrolled in sale&~anship, 445 in advertising, 323 
in merchandising, 225 in retail selling, 148 in teXtiles, 
119 in color., line, and design~ 69 in non-textiles, 63 in 
marke·Cing, and 62 in retailing. 
3. In general, the schools which had the retailing subjects in 
their curriculum. taught those distributive subjects in the 
12th year_, one to tvvo semes·ters, an average of three days 
each week. 
4. Four of the nine r etailing subjects were taught over 25 years. 
Three of the distributive subjeci;s were taught from 11 to 25 
years. The last two rets.iling subjects were taught six to 10 
years. These figures indica·ce that more than one-half of the 
distributive subjects were taught less than 25 years. 
5. Only two of the 134 schools indicated that they made use of a 
model retail shop. Amodel shop would give the students same 
form of practical experience in the functions of selling and 
an understanding of the organization of the retail business. 
6. Seven schools reported operating a part-time cooperative 
retailing program under provision of the George-Barden Act. 
Harold Shapiro's study was based on ten schools, while 
Mauriello's study stated that 16 schools in Massachusetts 
operated under the George-Bardan Act. 
7. On the other hand, four schools were operating independent 
cooperative retailing progrruns. Although no federal funds 
were received, these schools have greater authority to operate 
the independent cooperative retailing programs. 
a. Eleven of the 134 schools stated that they had attempted to 
organize part-time cooperative retailing programs. Nine~;­
seven schools never attempted to organize such cooperative 
programs. Cann:nents were not received from 26 schools. 
9. Five schools had definite plans to organize part-time 
cooperative retailing programs. The above figure helps 
to indicate the trend relative to the establishment of 
cooperative retailing programs. 
10. Twenty-eight schools were in favor or desired to organize 
part-time cooperative retailing programs. Eighty-two 
schools definitely were not in favor of organizing such 
programs. No comments were received from 24 schools. 
11. TV;enty schools expressed the need to organize part-time 
cooperative retailing programs. Five of the schools which 
expressed this need were Group VII schools (located in 
communities of 5,000 to 10,000 population) and four of the 
schools which expressed the need were Group VIII schools 
(located in towns of 1,000 to 5,000 population). In other 
words, almost one-half of the schools which expressed the 
need to organize the cooperative retailing programs were 
located in towns of 10,000 population or less. 
12. The range in years in which schools were in operation under 
the George-Barden Act were from one to 12. The average 
number of years the George-Barden Act Program was in operation 
in the seven schools was five. 
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13. The range in years of the four schools i'l'hich operated under 
the independent part-time cooperative retailing program was 
one to 25. The average number of years that the independent 
program was in operation was 10. 
14. Based upon the returns of this study, a.t least 577 students 
were reported to have ccanpleted training under the George-
Dean and George-Barden Acts from the years 1943 to 1948. 
Conclusion 
As evidenced by the facts presented in this study, there definitely 
exists a justifiable need to teach retailing courses in the secondary 
schools. Retailing subjects have not as yet attained the populari"b.f 
and status of some of the other business subjects which have become 
entrenched in the school curriculum for a considerable number of' years. 
Furthermore , the number of students enrolled in the retailing courses 
make up only a small percentage of the total school population despite 
the fact that one out of every five high school students enters the 
retailing field. 
This study has pointed out the .fact that a. definite correlation 
e:xi sts between the number of retailing subjects taught and the size 
of the city or town. Also, a definite correlation exists between the 
number of students enrolled in these courses and the size of the city 
or town. In general, the larger the ci·!:;y, the more varied will be 
the number of retailing subjects and the larger the enrollments. 
A definite trend prevails f'or the various schools in Massachusetts 
to incorporate retailing subjects within their study programs. For 
example, 25 or more years ago, only three of the 134 schools taught 
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salesmanship . Eleven to 25 years ago, ten additional schools included 
salesmanship in their Cl.il!Ticulum. Within the last 10 years, 15 
additional schools have included salesmanship within their school 
programs . As another illustra·bion, only three schools taught advertising 
over 11 years ago, but wit...l'lin the last 10 years, eight additional s chools 
included advertising in their programs. At this rate, slow as it rdght 
appear, within the next 25 or 50 years many of the secondary schools 
will include a distributive education curriculum. in their course of 
study. 
The Shapiro and the Mauriello studies indicated a definite trend 
in the grovrth of the part-·bime cooperative retailing program. In 
addition to the 16 schools _which had cooperative programs, tlus study 
revealed that five additional schools had definite plans to organize 
part-time cooperative retailing programs. In addition, 28 schools were 
in favor of organizing cooperative retailing programs, but 20 schools 
I 
indicated a real need to organize such programs. 
104 
CHAPTER VI 
RECOJ.I1MENDATIONS FOR FURTHER STUDY 
The fol lowing recommendations are suggested for further study 
in the field of retailing: 
1. A survey of another region or regions of the United States 
should be made to determine whether the secondary schools 
are preparing an ever-greater ratio of students for the 
retailing positions which ·they ·will occupy. 
2. A follow-up study of students should be made of selected 
schools in an effort to determine the effectiveness of 
being educated and trained in retailing subjects. 
especially those who have been regis·tered in part- time 
coopera·ti ve training programs . 
3. A study should be made of the opportunities for girls to 
advance into supervisory and executive retai ling positions . 
and the stature which women occupy in all phases of 
retailing. 
4. A more specific survey should be made to deten1d ne in 
more detail the nature of the needs for cooperative 
training programs in retailing of certain co:mmuni·ties 
of s.ooo or less in New England. 
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APPENDIX 
APPENDIX A 
COMPLETE MA.IU:NG LIST 
OF P..LL THE SECOND.ARY SCHOOlS 
OF MASSACHUSETTS 
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.APPENDIX A 
CCXviPLETE l\WUNG UST 
Cities and Towns 
1. Boston: 
Brighton 
Charlesto"Rm 
Commerce (Boys) 
Dorchester: 
No. Sch. 
1 
2 
3 
Boys' 4 
Girls• 5 
J. E. Burke (Girl s) 6 
East Boston 7 
English (Boys) 8 
Girls' 9 
Girls' Latin 10 
Hyde Park 11 
Jamaica. Plain 12 
Practical Arts (Girls) 13 
Public Latin (Boys) 14 
Ros lindale 
Roxbury: 
15 
Boys' 16 
Girls' 17 
South Boston 18 
Technical High (Boys) 19 
2. Worcester: 
Classical 20 
Population 
771,000 
194,000 
Principals 
Joseph A. Leary 
John F. Roche 
William F. Rooney 
Albert F. Reed 
Alice M. Twigg 
Ellen G. i[i seiP..an 
Henry P. McLaughlin 
Walter F. DOlmey 
Louis A. McCoy 
Ernest G. Hapgood 
Francis J. Horgan 
John B. Casey 
Mabel E. Bowker 
Joseph L. Powers 
Thamas P. Gately 
Robert B. Masterson 
MYrtle c. Dickson 
Wilfred F. Kell~ 
D. Leo Daley 
Harold L. Fenner 
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Mailing List -- Continued. 
Cities and To~ No . Sch. Population Principals 
Commerce 21 Williarr.. J . Cas ey 
North 22 Everett G. Sherwin 
South 23 Samuel Beeber 
3. Springfield: 150~000 
Classical 24 Clarence I . Chatto 
Commerce 25 Stanley o. Smith 
Technical 26 M. Marcus Kiley 
4 . Fall River: 27 115~000 Charles V. Carroll 
5. Cambridge: 111,000 
High and La. tin 28 Timothy F. Downey 
Rindge Technical (Boys) 29 John w. Wood 
6. New Bedford 30 110,000 Allison R. Doman 
7 . Somerville 31 102, 000 Albert H. Giroux 
a • . lowell 32 101, 000 Raymond A. Sullivan 
9. !zy'm:l: 98,000 
Classical 33 Frederick A. Buckley 
English 34 Thomas J . Whelan 
10. lawrence 35 84, 000 laurence J. O' Leary 
11 . Quincy: 76 , 000 
North 36 Je.mes s. Collins 
Senior 37 George A. Wi l son 
12. Newton 38 70 , 000 Raymond A. Green 
13. Medford 39 63, 000 Edward H. Leonard 
14. BrocktOll. 40 62 , 000 Ralph W. Baskins 
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Mailing List -- Continued. 
Cities and Towns l'Jo. Sch. Population Principals 
15. Malden 41 58,000 Jo:b..n B. Matthews 
16. Hol~roke 42 54,000 Henry J. Fitzpatrick 
17. Brookline 43 50,000 Robert G. .llndree 
18. Pittsfield 44 50,000 Roy M. Strout 
19. Everett 45 47,000 Martin G. Sanborn 
20. Haverhill 46 47,000 Earl H. :MacLeod 
21. Chicopee 47 42,000 Christopher A. FitzGerald 
22. Fitchbur g 48 42,000 Bertrand Vf. Hayward 
23. Chelsea 49 41,000 Robert R. Webber 
24. Salem 50 41,000 Chester R. J~nold 
25. Arlingto:n 51 40,000 Herman Gammons 
26. Waltham 52 40,000 Charles w. Goodrich 
27. Taunton 53 37,000 Walter B. Bcn'li!l.a.ll ~ Jr. 
28. Waterto"WD. 54 35,000 Robert V. 
" ..... 
Reed 
29. Revere 55 34,000 Augusti:ne c. \Thela.n 
30. Belmo:nt 56 27,000 George Higginbottom 
31. Beverly 57 26,000 Frederick H. Pierce 
32. Melrose 58 25,000 Howard B. Wilder 
33. Northampton 59 25,000 Ronald J. Darby 
34. Gloucester 60 24,000 Leslie o. Johnso:n 
35. Weymouth 61 24,000 Wallace L. Whittle 
36. Framingham 62 23,000 Mayo M. Magoon 
37. Attleboro 63 22,000 Samuel M. Graves 
38. Leominster 64 22,000 Dwight s. Davis 
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Cities e.nd TO'Wlls No. Sch. Population Princine.lE 
39. Methuen 65 22,000 Carleton D. Skillings 
40. North Adams 66 22,000 Walter G. Patt er son 
41 . Peabody 67 22,000 Arthur J. Barry 
42. Gardner 68 20,000 F. Ear 1 rli lli e.ms 
43. Woburn 69 20,000 Orel M. Bean 
44. Milton 70 19,000 George c. Marsden 
45. Westfield 71 19,000 Thomas J. ./>_berneth_y 
46. West Springfield 72 17,000 John A. Redmond 
47. Southbridge 73 17,000 Je.mes M. Robertson 
48. Winthrop 74 17 ,ooo Leslie I. Duliham 
49. Braintree 75 16,000 James L. Jordan 
50. Wakefield 76 16,000 Charles J. Peterson 
51. Greenfield 77 16,000 Arthur Watt 
52. Dedham 78 16,000 Ralph A. Eaton 
53. Milford 79 15,000 David I. Davoren 
54. Norwood 80 15,000 Charles A. Hayden 
55. Marlboro 81 15,000 Jo:b.n F. Francis 
56. Wellesley 82 15,000 William c. Gaige 
57. Winchester 83 15,000 Wade L. Grindle 
58. Saugus 84 15,000 John A. W. Pearce 
59. Danvers 85 14,000 Cornelius F. Dunn 
60. Newburyport 86 14,000 Patrick J. Murnane 
61. Natick 87 14,000 Alfred A. ~Affeo 
62. Lexington 88 13,000 Manfred L. Warren 
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Cities and Towns No. Soh. Population Principals 
63. Webster 89 13.000 Cyril c. Smith 
64. Plymouth 90 13.000 Edgar J. Mongan 
65. Adams 91 13.000 Edward w-. Martin 
66. Needham 92 12.000 William F. Pollard 
67. Clinton 93 12.000 Eben s. Cobb 
68. Athol 94 11.000 Donald Dike 
69. Andover 95 11,000 Eugene V. Lovely 
70. Fairhaven 96 11,000 Chester M. Dovr.ning 
71. Reading 97 11,000 Rudolf Sussman 
72. .Alnesbury 98 11,000 Donald L. Oliver 
73. Marblehead 99 11,000 Ero1d B. Beach 
74. Stone}1..am 100 11,000 William M. lTadeau 
75. SWampscott 101 11,000 Lee T. Gray 
76. North Attleboro 102 10,000 Arthur J. Mott 
77. Eastr..ampton 103 10,000 Howell K. Thayer 
78. Northbridge 104 1o.ooo Payson H. Reed 
79. Palmer 105 9.ooo Patrick H. Payson 
80. Middleborough 106 9,000 Lindsay J. March 
81. Dartmouth 107 9,000 David Adair 
82. Bridgewater 108 9,000 Meredith G. Wi llie.ms 
83. Stoughton 109 9,000 Howard R. P~all 
84. Barnstable 110 8,ooo Frederick M. Hodge 
85. Illdlow 111 8,ooo John J. Milb.ne 
86. Rockland 112 8,000 George A· J. Frobarger 
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87. Hudson 113 s,ooo Robert E. MacCarthy 
88. Hingham 114 a,ooo Bertram H. Holland 
89. Concord 115 8,000 Willard H. Smith 
90. Whitman 116 8,000 Charles w. Bayley 
91. Randolph 117 8,000 Hubert F. Gilgan 
92. Montague 118 8,000 George F. Wrightson 
93. Ware 119 8,ooo Robert L. Fox 
94. North .Alldover 120 a,ooo Alvah G. Hayes 
95. Walpole 121 7,000 Harold A· Strout 
96. Dracut 122 7,000 Pauline F. Varnum 
97. Franklin 123 7,000 James J. Doherty 
98. 1..Ullbury 124 7,000 Stephen Beaton 
99. South Hadley 125 7,000 Donald B. Stevens 
100. Maynard 126 7,000 Bernard T. v'Vhi. te 
101. Spencer 127 7,000 Edward R. McDonough 
102. Auburn 128 7,000 Alliston C. Wetherell 
103. Winchendon 129 7,000 Guy B. Staples 
104. Mansfield 130 7,000 Paul w. Sykes 
105. Uxbridge 131 6,000 Walter H. McCloskey 
106. .Amherst 132 6,000 KiDgsley A. Perry 
107. Canton 133 6,000 William E. Donovan 
108. Ipswich 134 6,000 Ralph c. Whipple 
109. Shrewsbury 135 6,000 James A. Cooke 
no. Somerset 136 6,000 Fra.nci s J. Ki lgrew 
111. Great Barrington 137 6,000 Frank T. Coughlin 
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112. Abington 138 6,000 Charles M. Frolio 
113. Orange 139 6,000 Hamilton R. Bailey 
114. Billerica 140 5,000 Cyril D. Locke 
115. Westboro 141 5,000 J. Harding Armstrong 
116. Blackstone 142 5,000 Augustine F. :Maloney 
117. Lee 143 4,000 Walter A· Potter 
118. Dalton 144 4,000 Charles L. Bowlby 
119. Provincetown 145 4,000 George F. Leyden 
120. .Ayer 146 4,000 Alf'red P. Richardson 
121. Rockport 147 4,000 William E. Cottle 
122. Falmouth 148 3,000 Russell B. Marshall 
123. Nantucket 149 3,000 Arthur F. Baker 
124. Fox borough 150 3,000 Winfield c. Potter 
125. Hopedale 151 3,000 Winburn A. Dennett 
126. WilliamstO\m 152 3,000 John B. Clark 
127. Monson 153 3,000 Henry o. Holley 
128. Wareham 154 3,000 Brenton c. Patterson 
129. Chelmsford 155 2,000 Lucian H. Burns 
130. Cohasset 156 2,000 William Ripley, Jr. 
131. Holliston 157 2,000 Fred W. Miller 
132. North Brookfield 158 2,000 H. Deane Hoyt 
133. Oxford 159 2,000 Frank Sanne1la 
134. Wilmington 160 2,000 J. Turner Hood, Jr. 
135. Barre 161 2,000 Leroy L. Dawson 
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136. Holbrook 162 2,000 Garland L. lTeal 
137. Leicester 163 2,000 Edmund F. Tierney 
138. East Bridgewater 164 2,000 John H. Gotschall 
139. Avon 165 2,000 Hugh c. Gilgan 
140. Manchester 166 2,000 Whitefield F. Kimball 
141. Warren 167 2,000 Henr-<J H. Sommerman 
142. Med.field 168 2,000 Alton H. Hartf'ord 
143. Hatfield 169 2,000 John c. Jakobek 
144. Holden 170 2,000 Raleigh B. Bubar 
145. Hopkinton 171 2,000 John A. O' Erien 
146. Lenox 172 2,000 Joseph J . Carroll 
147. Medway 173 2,000 James G. Anderson 
148. Me~rimac 174 2,000 Isaiah Chase 
149. Norton 175 2,000 Charles s. Randall 
150. Pepperell 176 2,000 Trescott T. Abele 
151. Sharon 177 2,000 Harold A. Clark 
152. West Bridgewater 178 2,000 Nils G. Lindell 
153. Groton 179 2,000 Edward J. Rogean 
154. Ashland 180 2,000 William Pittavmy 
155. Georgeto'Ml 181 2, 000 Herbert H. Palmer 
156. Chatham 182 2,000 Benjamin H. Bassett 
157. Groveland 183 2,000 Clarence E. Allen 
158. Agawam 184 2,000 Frederick T. Dacey 
159. West Boylston 185 2, 000 Donald w. Goodnow 
M~i ling List Continued 
Cities and To>ms 
160. Burlington 
161. Grafton 
162. Hamilton 
163. Millis 
164. Northborough 
165. Rut1aild 
166. Southborough 
167. Stockbridge 
168. West Newbury 
169. Wrentham 
170. Yarmouth 
171. Hadley 
1'12. Westwood 
173. Dwrbury 
174. Oak Bluffs 
175. Tow.nsend 
176:. Belchertovm 
177 . Chester 
178. Huntington 
179. Marshfield 
180. Sandwich 
181. Scituate 
182. Sheffield 
183. Helburne Falls 
No. Sch. 
186 
187 
188 
189 
190 
191 
192 
193 
194 
195 
196 
197 
198 
199 
200 
201 
202 
203 
204 
205 
206 
207 
208 
209 
Population 
2,000 
2,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,ooo 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
Principals 
Raymond E. Perkins 
Harry R. Stevens 
Elwin F. Towne 
Clyde F. Brown 
Elwood s. Fraser 
Edmund D. Kelsey 
GUllilar A. Thouren 
John B. Sm.i th 
Ronald S. Gibbons 
Earle F. SWett 
Norman B. Dinsmore 
James P. Reed 
Edmuild W. Thurston 
Walter E. Scott 
Charles E. Do1ms 
J. Verne Quimby 
Guy E. Harrington 
Lester w. Simmons 
Francis J . Crane 
James P. Romeo 
Robert J. Jarvis 
Frederick A· Calkin 
William J. Ha._rt1ey 
Thomas W. rfatkins 
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Cities and Towns 
184. Swansea. 
185. Mendon 
186. Edga.rto'\'\!ll 
187. Northfield 
188. Norwell 
189. Plainville 
190. Tisbury 
191. Topsfield 
192. Williamsburg 
193. Acton 
194. Ashby 
195. Ashfield 
196. Bellingham 
197. Bernardston 
198. Bourne 
199. Brinrl'ie1d 
200. Brookfield 
201. Charlemont 
202. Charlton 
203. Deerfield 
204. Dighton 
205. Douglas 
205. Dover 
207. Easton 
No. Sch. 
210 
211 
212 
213 
214 
215 
216 
217 
218 
219 Under 
220 Under 
221 Under 
222 Under 
223 Under 
224 Under 
225. Under 
226 Under 
227 Under 
228 Under 
229 Under 
230 Under 
231 Under 
232 Under 
233 Under 
Population 
1,000 
1,000 
1,000 
1,000 
1.ooo 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
1,000 
Principals 
Richard B. Greenmsn 
Henry P. Clough 
T. H. Dillon 
Chester R. Parker 
• • • • • • • • 
F. Su:m:o.er Turner 
Ervin A. Arbo 
Charles E. Pethybridge 
.Aime T. Dunphy 
David c. Bowen 
Walter A. I.uce 
Vernet s. Keller 
Edward F. Collins 
Robert s. Ewing 
Kempton J. Coady 
Robert E. Bruce 
Henry W. Card 
.Andrev1 P. Haan 
H. L. Mushroe 
A. Jerome Goodwin 
Dana o. Webber 
c. w. Holmes 
Harry A. Bertschy 
Gilman H. Campbell 
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Cities and Towns No. Sch. Population Principals 
208. Hanover 234 ·under 1,000 Stanley L. Clement 
209 . Hard1rlck 235 Under 1, 000 Leo J. Flynn 
210. Harvard 236 Under 1,000 J. Albion Dunlap 
211. Ha.rvr.i.ch 237 Under 1, 000 Paul A. :Morr is 
212 . Kingston 238 Under 1,000 Francis M. Moran 
213. Lancaster 239 Under 1,000 Edwin 1"f. Rovre 11 
214. Littleton 240 Under 1, 000 Chauncey D. M9.cKay 
215 . lllnenburg 241 Under 1, 000 Andrevr J. Karkos 
216 . New Marlborough 242 Under 1,000 Guy H. Lag roe 
217 . New Salem 243 Under 1,000 Joseph Ciecho:a 
218 . Or l eans 244 Under 1,000 Alfred J. Leo:nardi 
219. Pembroke 245 Under 1,000 John R. Giff ord 
220. Petersham 246 Under 1,000 E. F. Davenport 
221.- Princeton 247 Under 1,000 Frederick w. Hawkins 
222 . Sherborn 248 Under 1,000 Richard vr. Cochran 
223. Storr 249 Under 1,000 Ira E. Creelman 
224. Sudbur.r 250 Under 1,000 Alan F. Flynn 
225. Sutton 251 Under 1,000 ~E. Butler 
226 . Templeton 252 Under 1,000 Mark E. Stinson 
227 . Te1vksbury 253 Under 1,000 Lawrence R. McGowan 
228 . Wayland 254 Under 1,000 Radcli:f.'fe Morrill 
229 . Wellfleet 255 Under 1,000 Anton Duarte , Jr. 
230. Westford 256 Under 1,000 John T. Com-ad 
231. Weston 257 Under 1, 000 Julius H. Mueller, Jr. 
232. Westport 258 Under 1,000 Milton E. Earl e 
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.APPENDI.X B 
LETTER OF TRANSMITTAL SENT TO 
258 HIGH SCHOOLS OF MASSACHUSETTS 
BOSTON UNIVERSITY 
S~rlOOL OF EDUCATION 
84- Exeter Street 
Boston 16~ Massachusetts 
February 25, 194-6. 
fhe undersigned is engaged in wri ti:ng an extensive paper 
on the growth and trend of the teaching of retai l ing i n the public 
secondary schools of Massachuse·l:;ts . 
I am a student at Boston University and an instructor at 
Bryant College ~ Providence, R. I., and I feel that tlus Master ' s 
thesis wi ll be a valuable contribution to both education and 
busi ness . 
In order that this project be a complete success, your 
help in filling out the enclosed inquiry blank will be greatly 
appreoiated . 
May I hear from you as soon as possible? 
Thank you very much. 
Yours very truly, 
( signed) Murray Lehman 
Enclosure 
1--Inquiry Blank 
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.APPENDIX C 
INQUIRY 'BLANK 
BOSTON ~VERSITY 
SCHOOL OF EDUCATION 
84 E:x:eter Street 
Boston, 1"6 , Mas sachusett s 
l25 
Inquiry Bla.:ak 
THE STATUS OF RETAIL EDUCATION IN THE 
PUBUC SECONDARY SCHOOLS OF M.I\SSACHUSETTS 
126 
1. Is instruction in business subjects offered in your school'Z Yes c . 1-To 
- --(If n6 business courses are offered, please return this inqu1ry 
blank, using the enclosed envelope so that we may have a corr.plete 
record of the offerings of the principal cities of Massachusetts). 
2. Total school enrol~ent: Boys _ _ _ Girls 
- --
3. Busi ness student majors : Boys _ _ _ Girl s 
---
4. Indicate the business subject by underlining the title or placing an appropriate 
check mark alongsi de of title, and indicat e the enrollment: 
Subj ect Boys Girls 
Bookkeeping 
Business Arithmetic 
Business English 
Business Law 
Busi ness Orga:ci zation 
Consumer EW.ce.tion 
Economic Geogr aphy 
Economics 
Genf)ral Business I 
Office Machines 
Of'fice Practi ce 
Shorthand 
Typewriting 
5. Check vital information on following distributive subjects . If' subject is not 
ta.ught , please put a line through or "X'' out title. 
School No. of No . of 
Subject Grade Semesters Periods Enrollment 
Off'ered Per Yfeek Boy_s Girls 
Advertisi:og 
Color, Line , 8.lld Design 
Marketing 
Merchandisi n,; 
Non-Textiles 
Retailing 
Retai l Selling 
Salesmanship 
Textiles 
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7. History of Distributive Education Courses: 
8. Is use made of a retail model shop in the school? Yes !To 
---
9. Does your school operate a part-time cooperative retailing program under provisions of 
the George-Deen or George-Barden Act? Yes No 
---
10. Doe s your school operate an independent cooperative retailing program? yes 
No ----
11. If above ~vo a~•ers are negative , then has an attempt ever been made to organize a 
cooperative part-time retailir.~g program? Yes No 
---
12. If' there exists no study-work activity is there any definite plan to organize a 
cooperative program? Yes No ___ _ 
Does your school favor orga11ization of cooperative retail program~ Yes lifo 
·14. Does there exist a need to organize such a program? Yes No 
(If there exists no part-tillie cooperative retail tre.J..ning -p-r -og-r- am, omit 
the following). 
---
15. How many years has the cooperative p~4t-time retailing program been active? Speci~J 
as to : 
George-Dean (George-Barden) 
Independent Local Sponsorship 
---
16. List enrollment in the cooperative part- time retail training program i n the past five 
years as well as those enrolled at present . 
Year Boys Girls 
1942-1943 
1943-1944 
1944-1945 
1945-1946 
1946-1947 
1947-1948 
17. Use back of' sheet for additional comments. 
APPENDIX D 
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11PP E:NDI X D 
FOLLOW-UP LETTER SENT TO 
258 HIGH SCHOOLS OF MASSACHUSETTS 
BOSTON UlilVERSITY SCHOOL OF EDUCATION 
84 Exeter Street 
Boston 16~ Massachuset'cs 
April 15~ 1948. 
I very well realize that your duties keep you most 
occupied~ and I am sura that you do not have much th~e to devote 
to filling out inquiry blanks. 
Due ·l:;o matters which were more urgent , you may have put 
aside the inquiry blank whi ch had or~ginally been sent to you. 
If you find any time w.Lt hin the next week or two, I 
would greatly appreciate the filling out of the duplicate inquiry 
blank on " retailing" which is attached. 
Yours truly, 
(signed) Murray Lehman 
Enclosure 
1 -- Inquicy- Blank 
129 
.APP E:NDIX E 
UST OF TEACHER-COOP..DINATORS 
FROM WHOM DETAILED IJ:JFOBlVL~TION MAY 
BE OBTAINED CONCERIU!m THE 
PART-TIME COOPERATIVE TRAIJ:.l"'IHG PROGRAM H! 
RETAIL SELUNG 
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SOURCES OF INFO~ATION ON COOPERATIVE TRAINING PROGRAM:S 
IN RETAIL SELLING 
THE CO:MNiONVOO..LTH OF MASSACHUSETTS 
DEPARTMENT OF EDUCATI ON 
DIVISION OF VOCATIO~~ EDUCATION 
200 Newbury Street~ Bost on 16 
April 28 , 1948. 
Bo ston University 
84 Exeter Stree·!; 
Boston, Mass . 
Dea IJlr . Leim1.a.n: 
In reference to your inquiry form, may I refer you to. our teacher-
coordinators in the ma~ centers throughout the State for information 
pertaining to your current project. They are as follows; 
1 • see.!!:J.ng. 
Boston - Miss Florence Joyce, Teacher-Coordinator 
Dorchester High School for Girls, Dorchester. 
1-!li ss Helen Moran, Teacher-Coordinator 
East Boston High School, East Boston. 
Hiss Dorothy White , Teacher-Coordinator 
High School of Practical Art, Roxbury. 
Brockton - Miss Helen Lord Smith, Teacher-Coordinator 
High School, Brockton. 
Holyoke - Patrick Mogan, Teacher-Coordinator 
High School. 
Icwell - lU:Js Claire Quigley, Tee.cher-Coordinator 
High School . 
Medford - Miss Mary I . McY.ay, Teacher-Coor dinator 
High School. 
Pi·ttsfield - Eileen Murphy, Teacher- Coordinator 
High School. 
Worcester - Mrs . Ivlary Foley, Teacher-Coordinator 
David Hale Fanning Trade High School for Girls. 
I hope they will be able to furnish you with the information you are 
Sincerely yours, 
( signed) Harold E. Shapiro, Supervisor 
Distributive Education 
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